UPSON NUT DIVISION::- aac 


Republic Steel 


CORPORATION 


GENERAL OFFICES:--- YOUNGSTOWN, OHIO 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. 
Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for 
every use. Your specialities are our specialty. 
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HOUSEHOLD 
SHEARS 


T\ SHEAR Bow \ 
> SCISSORS 
EMBROIDERY 
SCISSORS 





COUNTER MERCHANDISER 


FRE WITH THE NEW AEEW AUTTER 
SCISSOR-SHEAR ASSORTMENT 





Natural finish genuine walnut with sloping glass 
front displaying the fifteen pattern assortment 
or any other numbers you choose. Size of case, 
29% inches long by 11% inches wide. Ample 
space under display tray for reserve stock. 


SEND COUPON FOR FULL DETAILS 





Ggyprceness er -r preeesaeon nn S ge eee acacia: arantee, 
| SIMMONS HARDWARE CO., | gu 
St. Louis, Mo. | Included in the KEEN KUTTER line is every desired 
| We are interested in the new merchandising plans on Keen style of scissors and shears—household, dress- 
| Kutter Scissors and Shears. Give us complete information. | makers’, barbers’, kitchen and utility, lace or 
| |! embroidery, ladies’, manicure and nail, etc. Yet a 
SI said 45 516 9:6. 01494064 anes esindaw seen | 
; small assortment of fifteen numbers covers your 
© MI sate ns nnerntrreseconeceetannsewssenes | full requirements. 
| | 
es cnn ined prin knnhdennnh ssinaaeeine | SIMMONS HARDWARE CO., ST. LOUIS, MO. 
We ee ee ot 

THE RECOLLECTION OF QUALITY REMAINS LONG AFTER THE PRICE IS FORGOTTEN’’ — E. C. SIMMONS 





LADIES’ 
SCISSORS 


KITCHEN 
SHEARS 





iis A AEEN KUTTER 
SHE KNOWS 


IT’S A GOOD PAIR OF SHEARS 


= but that’s just one of the reasons your 
best profits on scissors and shears 


come from selling KEEN KUTTER. 


Made so that they always come up to every expecta- 
tion of the American woman who has learned to 
buy this famous make of shears. And today she 
can buy AEEN KUITER at a price no higher than 
for shears that are less well known. 


For three generations KEEN KUTTER has been known 
for longer life and lasting sharpness. 


Every pair carries the unrestricted KEEN KUVITER 
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YALE 
= PRESENTS = 
LID nets titvhia-ud cilia Adil 


MERCHANDISERS 


Y standardizing on YALE 
B products, you have the out- 

standing advantage of covering 
your entire field of trade in padlocks, 
auxiliary locks and cabinet and trunk 
locks under one nationally advertised 
trade name. And the name YALE is 
known and accepted everywhere as the 
symbol of security and dependability. 























These attractive new merchandisers 
make it easier and more profitable 
than ever for you to feature YALE 
throughout your entire stock of locks 
of all types. The boards are finished 
in the new green suede that presents 
a splendid background for the locks. 





New YALE PADLOCK 
Merchandiser No. GSH303 


() Reihesnan three of the new 


merchandisers can be shown here. 
Others, carrying different assort- 
ments are available; also the re- 
volving type. Where quantities 
justify, blue, black or orange suede 
may be had on special order. 
Green is standard. 





NewY ALE CABINET & TRUNK 
LOCK Merchandiser No. GSF11 


@ Put the new YALE 
merchandisers to work in 
your store... See your jobber 
or write to us direct. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN. 


New YALE AUXILIARY LOCK 
Merchandiser No. GSG62 
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YOUR CUSTOMERS ARE QUICK TO 








Model 99 Models Model 23 Model 19 
Hi-Power Rifle 40 and 45 Medium Power Rifles Target Rifle 
9 Styles Hi-Power Rifles 4 Styles 3 Styles 
to retail from to retail from to retail from to retail from 
$4450 © $8625 84000 » 84990 82150 © $3425 833350 © $4575 
° 





SPORTING ARMS 
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RECOGNIZE AND WILL LONG REMEMBER 


UILT to high standards of qual- 






ity ... SOLD economically ... 
Savage Arms give your customers 
maximum rifle and shotgun value for 
their money. And do sportsmen ap- 
preciate it! There’s a sound, grow- 
ing business for you in the Savage 
Line. Every indication points to a 
very substantial increase in demand 
for Savage Models this year. Now is 
the time to go over your require- 
ments for summer and fall. Your 


jobber is ready to help you. 


If you do not have a catalog and price 
list showing the 1935 Savage Line, 


please write your jobber. 


© 
——_" Gas “La SAVAGE ARMS CORPORATION 
2 Styles -22 Rifles 7 Styles DEPT. 1008, UT LCA, N. ¥. 
to retail from to retail from to retail from 


#22QBO © $2G75 8550 © 84225 #4650 © 8A 00 
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READ, in the processes by which it is ob- 
tained, from the cleaving of the sod to the 
slicing of the loaf, is an example of the im- 
portance of Street to modern life. In scores of 
other industries the same general relation can 
be traced. Steel is the servant of all. 





SHEETs are among the most serviceable of the 
forms of steel; and American Steel Sheets are 
made to answer every requirement. AMERICAN 
products include Black and Galvanized Sheets, 
Keystone Copper Steel Sheets, Special Sheets, 
Tin and Terne Plates for all known uses; also 
USS High Tensile Steel Sheets, and USS 
Stainless and Heat Resisting Steel Sheets and 
Light Plates for the most exacting demands. 








From the iron ore mine to the last finishing roll, ample 
resources are employed and no effort or expense is spared 
to make AMERICAN Sheets and Plates, according to their 
different specifications, as good as sheets and plates can 
possibly be made. Write for information and literature. 


American Sheet and Tin Plate Company 


GENERAL Offices: Frick Building, PitrssurGn, Pa. 
STEEL SHEETS ALSO PRODUCED 


in the South by TENNESSEE COAL, IRON & RAILROAD Co. On the Pacific Coast by COLUMBIA STEEL COMPANY 
Birmingham, Ala. ‘ San Francisco, Calif. 


Export Distributor for above Companies — Untrap STATES STEEL PropuCTs Company, Hudson Terminal Building, 30 Church Street, New York, N. Y. 
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BETTER QUALITY 
HARDWARE FOR YOU. 


gvee know that Stanley has always 

been a leader in packaging mer- 
chandise attractively for your shelves. 
Now Stanley “packages” Facts attrac- 
tively to help you sell better quality 
hardware to the great number of 
prospective home builders created 


by Uncle Sam. 


The Facts Are... 


Thousands of people are building 
new houses, and they will be paying 
back the money for 20 years. If 
they use better quality hardware it 
will help keep their homes livable 
and attractive long after the last pay- 
ment is made. 


How are the Facts Packaged ? 


Stanley has “packaged”’ the vital facts 
about the importance of Better Qual- 
ity Hardware in an attractive booklet 
which is distributed through national 
advertising to thousands of prospec- 
tive home builders. These booklets 
sell the idea of buying only better 
quality hardware from you. 


Direct Tie-up with Your Store 
Striking window display is provided 
by Stanley for your store window. It 
ties up your store with Stanley Nat- 
ional Advertising of Better Quality 
Hardware. It is free to you on re- 
quest together with copies of booklet. 


THE STANLEY WORKS 


New Britain, Conn. 
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The Bock'et 





The Window Display 


Clip the coupon today. Don’t 
miss your chance to get your 
share of the new business 
for Better Quality Hardware. 


: THE STANLEY WORKS HAG 
New Britain, Conn. 


Please send material checked. We want to tie up 


with your constructive program 


|_| BOOKLETS (Quantity) 
{| }] WINDOW DISPLAY 





| 


| 











The BOTTOM PRICE 
for Top Quality 


in a 1)2-ton 6-cylinder 


INTERNATIONAL 





The 1%-ton International 
Model C-30with stake body. 
Other body types available 
for all hauling needs. 


f.o.b. factory for the 
144-ton, 6- cylinder, 
133-inch wheelbase 
Model C-30 chassis— 
standard equipment. 





@ Increased demand has greatly increased the $5 a 
production on the new International Model C-30, 


and the result is the lowest price that International Alen asatahie tur ental enule, 


Harvester has ever put on a 1%-ton,6-cylinder truck. ; the 114-ton, 4-cylinder Model C-20. 
: Chassis prices as low as 


That increased demand is the direct result of a 
combination of performance and economy in a $ 
: f.0. b. factory 
modern truck that meets the widest range of haul- 
ing requirements. 


See the Model C-30 or any other International Gale: Sots Bhew 


at the nearby branch or International dealer’s INTERNATIONAL 


showroom. Look over the mechanical superiorities 1%-ton 6-cylinder Model C-30 


that have enabled International owners in every Six-cylinder engine—78.5 horsepower— hardened 
, ; ° ’ exhaust-valve seat inserts—full-floating rear axle— 
line of business to operate their trucks at lower 133 of 157-inch wheelbase—any desired body style— 


cost for a long lifetime of service. most economical in operation of all trucks in its 
class—lowest priced 1!4-ton, 6-cylinder model in 





International history. Other International sizes range 
INTERNATIONAL HARVESTER COMPANY from ¥-ton to 10-ton with chassis prices as low as 
606 So. Michigan Ave. 75 AMERICA Chicago, Iilinois $400 f.0.b. factory. 


INTERNATIONAL TRUCKS 
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GRADE 








CATALOG 


will help you cash in on the 
Growing Demand for Fox Guns 


The unusually attractive values in Fox Double 
Barrel Shotguns are steadily increasing the 
business on this famous Line. 


When the sportsman who wants a high grade 
double can buy a famous Fox Sterlingworth 
Field Gun for as little as $39.50, or a Fox Ster- 
lingworth Skeet Gun for only $44.50, it doesn’t 
take him long to realize that here is exceptional 
value. Hence the increase in sales. 

So throughout the entire Fox Line— offering 
models to meet any sportsman’s desires, from 
the very moderately priced Sterlingworth Guns, 
to the finest custom-built doubles at $500. 

The Fox catalog is a real aid to any dealer who 
caters to the wing shooters. With it, the exact 
desires of the sportsman can be met, and orders 
filled for special guns. 

By all means, be sure you have a copy of this 
catalog and keep it handy for ready reference 
when your customers call. If you do not have a 
copy, please write us. Fox Gun Division, Savage 
Arms Corporation, Dept. M-7, Utica, N.Y. 


FC) X 


SHOTGUNS 

















) ~ , ’ 
“ \h ['wenty men shooting Skeet regu- 


| ‘ : 
als larly will use more shells in a year 


than four hundred men shooting ducks 
and upland game! So the National Sports- 
man Magazine reports. These Skeet fans 
also buy targets, traps, shooting jackets, 
glasses ... and (GUNS! 

What guns? Any type that 


any expert recommends is Remington, 





+. ARE YOU SELLING SKEET? 


& It’s America’s Fast Growing 


All-Year Sport! 


zines this month are featuring this big 


four of Skeet, are telling Skeet fans to see 


the guns at your store. So put them in 


stock. Use them as the attention-getter 


for a window display on Skeet. Talk Skeet 


to your customers. 


Help them organize 


a club. And boost your profits with the 


all-year business a local Skeet 


club will bring to your store! 


shown below— all made by Remington Arms Company, 


Remington. Sporting maga- 












The SPORTSMAN Skeet Grade... 
Light, fast, beautifully balanced. Action 
of recoil ejects empty, loads new shell. 
Three shot, American walnut stock. 


Model 31 Skeet Grade... Many astring 
of 25 this repeater has powdered at 
Skeet. Side-ejection. Raised solid rib. 
American walnut stock. Beaver Tail 


Model 32 Skeet Grade . . « Beaver 
Tail fore-end. Automatic ejection. Se- 
lective single trigger. Air-cooled bar- 
rels; single sighting plane; straight- 






Inc., Bridgeport, Conn. 


Beaver lailfore-end. Decorated receiv - 
er. Raised ventilated rib. Remington 
special Skeet boring.Choice $7 4:95 
of gauge and barrel length 






fore-end. Choice of barrel length and 
gauge. Remingtonspecial Skeet boring. 
Short fore-end stroke. $6 3:95 


Smooth, easy action... .. 


line recoil, no whip up. Remington 
special Skeet boring. Other 897-99 
important features... ... 








Hand fitted throughout. Furnished in 
standard specifications for Skeet. Also 
custom-built toyourown specifications 
at no additional charge. All gauges 
including. 410. Beaver Tail fore-end. 


Selective single trigger. Truly America’s 
barrel shotguns 


finest 


sor ident ex-§ 1 39 is j zs 





HARDWARE AGE 

















termine our selection of merchandise: 





CLOVER PRODUCTS MEET EVERY CONDITION 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


HERE ARE JUST THREE MOTIVATING REASONS which should de- 


1. Consumer-acceptance. 
2. Reliability of product. 


3. Competitive price. 


If the buyer will follow this simple rule, his firm 
will invariably prosper—it is only when we deviate 


from it that we lose out. 


As for Clover products, there has never been a brand of goods more readily 
accepted or more highly thought of in every nook and corner of the country. The 
universal opinion is: “If it is made by Clover, it is right!” 





And, it stands to reason that such high reputation could only have been 
obtained through uniformly reliable products produced over a long period of time— 





to be exact, we have been in business 30 years. 


which are sold in sheets, rolls, belts and discs. 


As for competitive prices—Clover products, quality for quality, are the out- 


standing ‘“‘buys”’ today, as they always shave been in the past. 


The Clover lines consist of: Valve-Grinding and Lapping Compounds— 
both grease-mixed and water-mixed, and—An unusually complete line of Wood- 
working and Metal-Cutting Abrasive Papers and Cloths — including coatings of 
Flint, Emery, Garnet, Silicon Carbide and Aluminous Oxide, 


Won’t you allow me to send you samples—descriptive 


circulars—and quote you on our outstanding values? 








CLOVER MANUFACTURING COMPANY 
NORWALK, CONN,, U.S. A. 


SANDPAPERS 
METAL-WORKING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 


CLOVER GRINDING AND LAPPING COMPOUNDS 











E. 


B. GALLAHER: 


Clover Mfg. Co., Norwalk, Conn. 


You may send me, without obligation, samples of: 


| Green-Stripe Sandpaper. re 

_Red-Stripe Turkish Emery Cloth—for polishing. 
Yellow-Stripe Aluminous Oxide Cloth—for cut- 
ting hard metals. The universal shop abrasive. 





| Orange-Stripe Garnet Paper—for wood-working. 





Orange-Stripe Garnet Cloth. 





| Clover Grease-Mixed Grinding Compound. 








Name 


Address __ 


Clover Water-Mixed Valve-Grinding Compound. 


Character of Business 
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me oor The Boston Line of Garden Hose 
wEEaUieHi A Standard Line for Every Need 





rwerery 





Known everywhere by name and recog- 
nized as the standard friction tape of the 
country. Nationally advertised. In 1, 2, 4 


The most imitated nozzle on the market. 
Never equalled in quality. Each nozzle Good Luck Hose Washers sell 


packed in a separate carton. 12 cartons for 10c a package showing you 

in full color lithographed display pack- a splendid profit. Two gross and 8 ounce rolls; in full color cartons 

age. The fastest selling nozzle in the (24 cartons) in display con- all packed in handsome full color display 
containers. 


world. tainer as shown. 








BOSTON WOVEN HOSE & RUBBER CO. 


Mokers of Quality Rubber Goods for More Than Fifty Years 
Postal Address: Box 1071, Boston, Massachusetts 


Works: Cambridge, Massachusetts 
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Iv s easier to sell 
American Chain! 





Pile them on the counter.. 
put them in the window. . they 
have to be seen to be sold! .. 


@ Chain well displayed is half sold! This is particu- 
larly true of American Welded and Weldless Chain. 


For American Chain is good chain. It is honest chain 
—every inch of it. It has an extra margin of safety 
and satisfactory service built into it. 


There is an American Welded or Weldless Chain for 
almost every job that requires chain. Look over the 
list to the right. There are a lot of different chains in 
this list that you have a demand for every day. And 
every one of these items is packed so it is easy to 
handle, easy to sell. 


Display these chains—in your window and on your 
counter and you'll find out how easy it is to sell Amer- 
ican Chain and how very profitable every sale can be. 











Chains for every 
purpose .. and 
every one a 
profitable item 


El-Wel-Tra Trace Chains 
Heel and Butt Chains 
Wagon Chains 
Breast Chains 
Halter Chains 
Sash Chains 
Dog Chains 
Plumber and Safety Chains 
Well Chains 
Tire Chains 
Weed Regular 
Weed American 
Weed Emergency Unit 
Pneumatic Truck 
Cross Chains forallabove 
Coil Chains, Welded and 
, Weldless 
General Purpose Chains 
Repair and Lap Links 
Hooks, Cold Shuts, etc. 
Tie-outs 
Cow Ties 
Steel Loading Chain 
Log or Binding Chains 
Porch Swing Chains 
Hammock Chains 
Towing Chains 


AMERICAN CHAIN 
COMPANY, Inc. 


BRIDGEPORT, 
CONNECTICUT 


IN BUSINESS FOR YOUR SAFETY 
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W. Sovich of Chicago, Ill.,a winner in the Decorative Metal Section, sponsored by The Car- 
borundum Company at the exhibit of The National Home Workshop Guild Clubs in Chicago 


SELL THEM TO HIM 


N thousands of basements, attics, 

and garages, the home craftsman is 
busy. He may be a banker or lawyer, 
laborer or clerk, industrial worker 
or preacher. Building, creating 
things with his hands is his hobby. 

His shop is an outlet annually for 
thousands of dollars worth of tools 
and equipment—for Carborundum 
Brand Products. 

He is giving expression to his 
talents in creating ship models and 
furniture—inlaid work and toys— 
decorative metal work and violins. 


He is a steady, constant consumer 
of Carborundum Brand Products. 
Sharpening stones for, chisels, plane 
bits, gouges and carving tools. Wheels 
for grinding tools, fittings, and parts. 
Sanding discs, belts and sheets for 
finishing woodwork. Aloxite Brand 
Cloth for the finishing of metals— 
and many other products of The 
Carborundum Company. 

We suggest that you cultivate the 
home craftsman. Cater to his wants 
by stocking and displaying Car- 


borundum Brand Products. 





ALOXITE BRAND CLOTH 
For the general finishing of metals and 
metal parts—faster cutting—stays sharp 
longer—in sheets or economy rolls. 





UNION BRAND EMERY 
CLOTH 
Far superior because of its uniform coat- 


ing with uniformly graded grains of 
emery. Gives a quick, smooth finish. 


WATERPROOF PAPERS 
Both Carborundum and Aloxite Brand 
for sanding preparatory to refinishing. 
Give perfect foundation for perfect finish. 
All necessary grits—standard sheets. 





DISCS 
“Carborundum™ and “Aloxite” Fiber 
back Dises for all standard sanding ma- 
chines. Keen, fast cutting, flexible. 





CARBORUNDUM AND 
ALOXITE BRAND WHEELS 


For general metal work and tool grinding. 
All standard sizes and grits. 





COMBINATION BENCH 
STONES 


One side, coarse grit for nicks; reverse, 
fine grit to bring tools to a perfect edge. 








CARBORUNDUM sbrann PRODUCTS 





WHEELS...STONES...ABRASIVE PAPER AND CLOTH 





THE CARBORUNDUM COMPANY, Niagara Falls, N. Y. 


Canadian Carborundum Co., Ltd., Niagara Falls, Canada. 


Sales Offices and Warehouses in New York, Chicago’ 


Cleveland, Boston, Cincinnati, Philadelphia, Detroit, Pittsburgh, Grand Rapids; Toronto, Canada. (Carborundum and Aloxite are registered trade-marks of The Carborundum Company.) 
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Gentlemen: 


ashioned sort of hardware merchant «+s but perhaps 
tlive 2 pelief that my customers judge me 
that I sell. 


I may be =n old-f 
I've never managed to 
th they get from the goods 


by the money's wor 
er been able to do much with che@p stuff - it always seemed 
chandise made to gell at & price al- 


I've had to gell; the 


I've nev 
to me that the lLow-qu 

ways geemed to nide the 
+hings that puild up 2 real 


Take screen wire, for instance. There's plenty of it around, and 
always 2 cheap job lot to be had for @ guspiciously low cost. d 
ally either unbranded oF here-todsy-gone—tomor ren stuff. 

a dime or two © 


ell it, I suppose, and make 
regular customers 88Y if I sold it, mdi 


e its time? 1 can't afford to lose that nan's 
f a few cents» 


apply to lawn f 
And that's 
They’ re good metals, good 
solid reputation. It se + the folks who he 
m stan hould be the 
line of wire P 
customers 


Cyclone “Red Tag" line. 


Very truly yours, 


—_ 
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oor SILVER STEEL 
Saws, Saw Tools, Files and 
Specialties offer you a profit- 
building, business - building 
line. Backed by the word of 
a 78-year-old American in- 
stitution — proven by years 
of satisfactory use in the 
hands of hundreds of skilled 
mechanics, carpenters, farm- 
ers, schools and household- 
ers. 


The building and repairing 
upturn has only started, so 
don’t let the next several 
months find you unprepared 
for the greater saw and tool 
demand. Replace those 
depleted stocks now with 
ATKINS. 


If you need moderate or low 
priced saws of good quality 
to meet competition, we can 
furnish you with a good 
value for the money. 








If you are unable to obtain AT- 
KINS brands from your regular 
source of supply write to us for 
prompt attention. 





















410 SOUTH ILLINOIS STREET 
INDIANAPOLIS, INDIANA, U. S. A. 
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Sell “PennueRnon”.not just window glass 


a 
S jer A 

\ Our new booklet, called **‘The Making of a 

| . ; i Leader”, describes in dramatic pictures the man- 

a | but just right must be the tem { ufacture of Pennvernon Window Glass. To get 

} your free copy of this interesting book, sign 


perature of the Pennvernon melt- your free copy of this, 

ing tanks if the superior quality PITTSBURGH 

of Pennvernon Glassistobemain- ' pate GLASS COMPANY 
tained. This Pennvernon Craftsman | 2121 Grant Building, Pittsburgh, Ps. 
assures proper melting conditions by uae 


Pha . . Address ___ 
constant vigilance with his pyrometer. , city 


JUNE 6, 








Pittsburgh Steel’s “Ready Reference Fence Guide”. . . 


Farmers, Dealers, County Agents, ‘““Vo-Ag” Teachers, Home Owners 
everywhere are using this authoritative text book of Fence Facts 
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It’sa hit! With the ink scarcely dry on its pages, 
the ‘“‘Ready Reference Fence Guide” has won 
acclaim from every corner of the land. Its recep- 
tion has been amazing. And no wonder—it is 
one of the biggest fence sales helps that has ever 
appeared. The ‘‘Ready Reference Fence Guide”’ 
contains everything about fence, from manufac- 
turing and fabricating the steel to selecting the 
proper style, and erecting it. One of the best 
things about the book is that it encourages the 
selection of standard gauges and styles thus help- 
ing the fence dealer to standardize his stocks. 


Pittsburgh Fence 


Requests for the Fence Guide have poured in 
from farmers, dealers, county agents, and every- 
one interested in the problems of fencing. The 
edition is rapidly being exhausted and those 
anxious to receive copies are urged to write in at 
once. Although the size of the book (120 pages) 
and its cost, necessarily limit its liberal distri- 
bution, we want every dealer, no matter what 
brand of fence he handles, to have a copy for 
himself and one for each of his sales clerks. 
Write at once for the number of copies that you 
can profitably use. No charge, no obligation. 


PITTSBURGH STEEL CO. 


739 UNION TRUST BLDG., PITTSBURGH, PA. 

Los Angeles 
Chicago 

Dallas 


St. Louis Memphis 
San Francisco 


New York 
Philadelphia 


Detroit 
Syracuse 
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Continuous development — thirty years of it — has culminated in the Moderne, this master- 
piece of beauty and efficiency. 

The Hotpoint Iron of 1905 was the best that money could buy then. The 1935 Hotpoint iron 
is the Acme of Perfection — Streamlined, with Calrod unit, moulded tailored handle with thumb- 
rest, button-nooks — each an exclusive General Electric Hotpoint feature. List price $8.95. 


A complete line of fully automatic irons from $4.95. Non-automatic irons from $2.95. Make 
your store Headquarters for the leading line of electric appliances. Your General Electric Hotpoint 
Distributor has a complete stock. 


GENERAL @ ELECTRIC 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
ECAR TS a a! oa SS 
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“ie OF A SERIES OF MESSAGES TO HARDWARE DEALERS 








The following message from a wholesaler who distributes 
Osborn Paint and Varnish Brushes and other kinds of 
Osborn Brushes indicates that the complete line provides 
mutual advantages to wholesalers and their dealers. 


“Since taking on the Osborn Line 
of Paint and Varnish Brushes and 
other kinds of Osborn Brushes, 
we have very materially increased 
our brush business. This is due 


we) 
ws: 














partly to the efforts of their sales- 
man, in our behalf, in the territory, 
which we were not able to obtain 


on other lines.” 


lt ttodHn 


PRESIDENT 


A. H. MARSHALL CO., INC. 
Plattsburgh, N. Y. 


















Osborn Brushes offer an opportunity 
to both’ Wholesalers and Dealers to 
make the most of their brush business. 


THE Os80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 
Sales Offices: New York - Detroit - Chicago - San Francisco 
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DID YOU KNOW IT? 


You’ve undoubtedly seen the new G. E. Work- These qualities — these sales advantages — 
shop—maybe you ve already sold it. For several characterize many best sellers in the hardware 
reasons, it is outstanding among small tools. As stores of the country. ZINC Alloy Die Cast- 
is the policy of General Electric, the Workshop ings have given clean, well finished surfaces to 
is thoroughly designed and engineered—assem- many items—a quality appearance which had 


bled with over twenty ZINC Alloy Die Castings. previously been found only in the much higher 
With these die castings, ample strength is priced products. 

achieved, sharp, clear detail of design and perfect You will find products made of ZINC Alloy 

surface finish. These qualities, combined with the Die Castings are easily sold. Ask manufacturers’ 

economy of manufacture afforded representatives about their die cast 

by the use of these ZINC Alloy 


Die Castings, make the Workshop an 






products or write this Company for 
done 
veloped 
specified Alloy Die Castings in hardware. 


further information on ZINC 







one of the easiest small tools to sell. | Most Die 


with 
HORSE HEAD SPECIAL ZINC 
(99.99+% Uniform Quality ) 


THE NEW JERSEY ZINC COMPANY 


160 FRONT STREET ‘  @iid NEW YORK CITY 
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What FENCE Has 
the Most Dealers? 
.. Answer— 


AMERICAN 


What FENCE | 
on Largest Num- 
ber of Farms? 
. Answer 
AMERICAN 
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...Answer- 


AMERICAN 
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What FENCE 
Leads in Sales? 
Answe ro 


AMERICAN 


What Other items of Same 
Fine Quality Should | 
Carry? 

. Answer— 


List of AMERICAN 
Products 
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BARBED WIRE 


and OTHERS 


AMERICAN STEEL & WIRE COMPANY 


208 SOUTH LA SALLE STREET, CHICAGO ° EMPIRE STATE BUILDING, NEW YORK 
OFFICES IN ALL PRINCIPAL CITIES 


AND 
On The Pacific Coast 


TENNESSEE COAL, IRON & R. R. CO. COLUMBIA STEEL COMPANY: 
Brown-Marx Building, Birmingham, Ala. Russ Building, San Francisco, Calif. 
EACH OF THESE COMPANIES ISA 


VST VW Stil V ylntliin. bitsy 


HARDWARE AGE 


In The Southeast 











AGE 


Oil Stoves are a natural for warm weather business. 
People want to get out-of-doors. They’re not interested 
in lugging coal, splitting wood, cleaning out ashes, 
dusting, sweeping, polishing—slaving and sweating 
over hot fires. They want a stove that can be lighted 
in a moment, and put out when not in use. 

You have it for them in the Florence line—all the 
way from the small Reliance, with or without legs, to 
a handsome Florence Oil Range with built-in oven. 
You have the famous Wickless “Focused Heat” which 
means quick cooking, with economy—and a cool kitch- 
en. You have sturdy quality, trouble-free operation, 
enduring beauty —amazing value, all backed by 63 
years’ experience. You have a name that is nationally 
advertised, a line for every need and purse, and a price 
set-up that means sales and profits. 


FLORENCE STOVE COMPANY 


General Offices and Plant, Gardner, Mass.; Western Offices and 
Plant,Kankakee, II1.; Sales Offices: Merchandise Mart,Chicago; 
New York, Boston, Atlanta, Dallas, Detroit, San Francisco. 


FLORENCE 


OI, RANGES + GAS RANGES + HEATERS * RANGE BURNERS 
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YOU CAN SELL all Seconsor! 


Your summer market is not confined to camps and 
cottages—no, sir! It’s also in suburban homes, espe- 
cially out beyond the gas mains. It’s in small towns. It’s 
on farms, where cooking is a big job and an extra stove 
is usually needed during the heavy summer season. 

Most families need a new stove—but they have to 
be reminded of it! You can do this easily. Put in a 
Florence window. Stick Florence cuts in your news- 
paper advertising. Shoot out a mailing. Make June, 
July and August bring you in a good stove profit—with 
Florence Oil Stoves . . . It’s just an idea, but it works! 
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HERE ARE 
SIX TESTED 
IDEAS! 


1 MAKE YOUR STORE GARDEN LIGHTING HEADQUARTERS... 
You can build a good volume of business with this idea 
alone. Suggest different ways of lighting gardens for 
night use. Tell customers what beautiful effects can be 
obtained from concealed lighting in bird baths, built-in 
pools, and small flower beds. 


2 FEATURE I. E.S. BETTER SIGHT LAMPS... for full sum- 
mer enjoyment of sun porches and open verandahs. 
Tell your customers what fine light these lamps give 
for reading, sewing, or playing cards out-of-doors. Sell 
them a 100-watt Mazpa lamp for every single-socket 
reading lamp they use on their porch this summer. 


3 PUT ON AN “IF YOU SPEND YOUR SUMMER AT HOME” 
CAMPAIGN .. . Tell your customers how much fun there 
is playing tennis, ping pong, pitching horseshoes, and 
dining outdoors at night right in their own back-yards. 
Besides selling them the right sizes of Mazpa lamps for 
these activities, such a campaign gives you a chance to 
sell many other related articles . . . electric toasters, 


grill, etc. 


4 FEATURE FLOODLIGHTS FOR BURGLAR PROTECTION ... 
Summer is an ideal time to sell a floodlight installation 
for garages and homes and especially summer homes. 
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This also can mean more profit from fixtures and large- 
sized Mazpa lamps. 

5 REMIND CUSTOMERS TO BUY MAZDA LAMPS FOR SUM- 
MER COTTAGES ... When people are buying other sup- 
plies for their summer homes and cottages, remind them 
to take along an ample supply of Mazpa lamps of 
varying wattages ... And remember to feature flash- 


lights for summer use in cars, boats, and for hundreds 
of other needs. 

6 GASOLINE SERVICE STATIONS AND ROADSIDE STANDS 
offer big possibilities for summer Mazpa lamp sales. 
Many lamp dealers have found it highly profitable to 
contact such places regularly during the summer months. 
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U. H. Co. 
Common Sense 
Recapper 
and 
Decapper 
No. 1186 


ee aeeaing Set 


Brass and Paper Shell Set, comprising 
No. 189 Loader, No. O Closer, No. 1180B 
Recapper, No. 20R Powder and Shot 
Measure and No. X Extractor, 10 to 28 
ga. 410 (12 M-M) and 32 ga. (14 M-M). 

















U. H. Co. Loading Block No. 75 
0 to 28 gauge 








No. 141B Brass Rifle Cleaning Rod 
22-50 Cal. 





Genuine Tomlinson Cleaner 
8-206 and 410Ga. 





YO Reelin 


No. 248 Bristle and Brass Wire No. 246B Rifle Cleaning 
Shot Gun Cleaning Brush Brush 25-50 Cal. 


More Than 
800,000,000 


Suot SHELLS 


More than 800,000,000 shot shells, over 1,000,000,000 
rim fire cartridges, about 200,000 center fire cartridges, 
and 80,000,000 clay targets are manufactured annually 
in the United States to supply the needs of hunters, 
riflemen, law enforcement officials, target, skeet and 
trap shooters. 


Think of this vast amount of ammunition which is being 
consumed annually; the tremendous market it offers for 
shot guns, rifles, pistols, shot shells, cartridges, targets 
and shot gun and rifle cleaners. 


UNION HARDWARE Shot Gun and Rifle Cleaners do a 
thorough cleaning job with a minimum of effort. Due 
to their special construction they cannot scrape and in- 
jure the barrel. The other gun implements are equally 
Po ganas All are reasonably priced and are popular 
sellers. 





Why not contact the Skeet and Trap shooting clubs in 
your town? Make your store a headquarters for their 
supplies. You’ll find a display of UNION HARDWARE 
Gun Cleaning Implements in your window will help 
“bring ’em in.” 


Your Jobber will supply you 


Send for 
Catalog ¢ he ari 
No. 6 Wiviaie 


Reg. U. 8. Pat. Off. 
Established 1854 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 
















EUREKA Powder 
and Shot Measure 
No. 





EUREKA Shot Gun Cleaning EUREKA 
Rod and Implements No. 95 Loader 
Wad Cutter No. 189 
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Just AMONG OURSELVES 


J obber-Dealer Plans— 


Having pioneered in bringing 
to light specific ideas for closer 
wholesaler-retailer relations, 
Harpwake ACE is gratified at the 
current wide-spread interest in 
such activities. It has been our 
contention that competition could 
be met only through the economies 
effected by concentrated buying on 
the part of the retailer, and that 
wholesalers should bear the brunt 
of the buying problem so dealers 
could be free to devote more time 
to selling. Some of our early dis- 
cussions of this basic problem 
met with violent opposition from 
wholesalers who are today among 
the leaders in providing merchan- 
dising programs for retailers who 
will concentrate their purchases 
and give the proper time, effort 
and money to advertising, display 
and selling jobs on a competitive 
basis. This of course means com- 
petitive methods as well as com- 
petitive prices, for one without the 
other is useless. With such pro- 
grams, cooperative merchandising 
takes the place of the futile dream 
of collective buying which has 
proved a ruinous delusion to many 
hardware groups. This subject is 
due for a complete airing at the 
N.R.H.A. Detroit Congress and 
should prove a highlight in the 
deliberations and findings of this 
annual hardware gathering. Close- 
ly related, “Outside Selling” is 
also on the program and is as 
equally important. Roy Chandler 
is leading the latter discussion. A 
story on his outside selling activi- 
ties and methods appears in this 
issue. 


Retail Federation— 


With the retail hardware trade, 
the drug, furniture and jewelry 
trades have indicated an unwill- 
ingness to support and/or join the 
American Retail Federation. These 
three trade groups also declare 
that any inference of their affilia- 
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By CHARLES J. HEALE 
Editor, Hardware Age 


tion or participation in the forma- 
tion of the Federation is not based 
on facts. It is apparent that pre- 
mature newspaper publicity in- 
accurately suggested affiliation and 
support of these groups because of 
their membership in the National 
Retailers’ Council. It is unlikely 
that any of these four dissenting 
groups are opposed to the ex- 
pressed objectives of the Federa- 
tion, i.e., a “united voice for re- 
tailing.” It is equally unlikely 
that existing association officials in 
these four groups shun the pro- 
posed super-retail body because 
of fear that such affiliation might 
dwarf or submerge their own pres- 
tige and usefulness. Federation 
officials hope that at a later date 
these four retail groups will join. 
Such a course of action may de- 
velop—but not until there is more 
evidence that the Federation is not 
entirely dominated by big-city big 
department stores, and executives 
from mail order and chain groups, 
and therefore primarily interested 
in activities useful to such large 
competitors of average and smaller 
sized independent retailers. 


The Sponsors— 


The roster of the organization 
committee, incumbent officers and 
directorate reads like a roll call 
of these competitors which have 
worried the independent retail 
hardware trade with severe price 
competition in recent years. It is 
a veritable “who’s who” of the 
type of chain,. mail order and de- 
partment store executive whose 
Washington activity and whose 
daily price competition do not 
justify hardware trade affection. 
It will be most difficult for hard- 
ware merchants to reconcile their 
competitive experiences with these 
Federation leaders and the Federa- 
tion’s claim that it plans to im- 
partially protect the interests of 
all retailers. However, the pro- 
posed administrative structure of 
the Federation would appear to 


give independent retailers, in all 
fields, a numerical voting strength 
and the private comments of Feder- 
ation officials are rather convincing. 
But, always, our thoughts revert 
back to that roster of large-scale 
competitors whose actions to date 
(as a type of competitors, not neces- 
sarily these specific individuals) 
do not encourage independent mer- 
chant support. 


Leadership— 


Jim Pearson, The Hardware 
Man, of Oakland, Calif., writes us 
a very interesting letter. He calls 
on the wholesalers for leadership 
in the competitive battle for to- 
day’s business and recognizes the 
vital need of more “foot traffic” 
in retail stores, and decidedly 
more help in the pushing of sea- 
sonal goods. He believes that 
manufacturers should furnish 
5 x 7 price cards and collection 
stickers for the use of the retail 
trade. These comments came with 
an order for a year’s subscription 
to Harpware Ace. Had Jim been 
reading this publication regularly 
for the past several years he 
would realize that his letter calls 
for many of the features which 
are in ‘every issue and likewise for 
wholesaler leadership which this 
publication has urged for some 
time. Certainly, HARDWARE AGE 
has stressed many times the need 
of more customer traffic in hard- 
ware stores and has urged retailers 
to become more sales-minded, for 
profits come only from completed 
sales. As we have pointed out, 
many times before, wholesalers 
can only lead in the competitive 
battle, when their retailer-cus- 
tomers are determined to cut dis- 
tribution costs by concentrated 
buying, prompt payments of bills, 
avoiding broken packages, taking 
full advantage of merchandising 
helps and by actually meeting 
competitive situations when put in 
position to do so. 
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Hot Prospects trom 
An Ice Check 


HE average __ refrigerator 
salesman will tell you that 


one of his greatest difficul- 
ties lies in getting live prospects 
to work on. In many cases he has 
to spend so much time in canvass 
work to get a comparatively few 
actual buyers that the effectiveness 
of his actual selling is unfavor- 
ably affected. 

Heads of the Mabie-Lowrey 
Hardware Co., Roswell, N. M., 
have recognized that handicap and 
set out to correct it with series 
of unusual prospecting “stunts.” 
As a result, they are always able 
to provide the salesmen with 
plenty of “hot” leads for follow- 
up. 

“We feel that it is the store’s 
responsibility to furnish ‘leads’,” 
says sales manager Paul Wilmot. 
“In a time when more and more 
people already have electric re- 
frigeration, the ‘cold canvass’ is 
too uncertain a method of pros- 
pecting. It takes up a lot of val- 
uable time—time that should be 
spent in actual selling—and it 
discourages salesmen to such an 
extent that they can’t do their best 
work in making sales contacts.” 

One of the most effective 
sources of prospects used was a 
checkup on ice users. The com- 
pany hired two boys to sit across 
the street from a cash and carry 
ice station for three days and take 
down the license numbers of all 
buyers and the quantities they 
bought. Since ice is usually car- 
ried on the bumper, the latter in- 
formation was easily obtainable 
through observation. 

If a certain car appeared at the 
station two days in succession, the 


28 


Mabie-Lowrey Co., Roswell, N. M., 


makes novel plan sell electric 









\ Ne ‘i s 
«TSS 


é 


sales. 


company knew its owner used a 
set amount of ice each day. If 
he came in the first and third days, 
it was known that he bought every 
other day. Ruled sheets were used 


refrigerators for them. 


Boys were stationed near an ice dock and license 
numbers were noted. Ice buyers and the quantities 
gave the firm many live prospects for refrigerator 


for recording all this information. 

Wilmot then checked the com- 
pleted lists with the state automo- 
bile registration and got the names 
and addresses of all these ice 
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buyers. These names were divided 
up among the salesmen according 
to districts. 

In making the follow-up calls, 
the men surprised the prospects 
by telling them exactly what their 
ice costs are. Of course a house- 
wife would ask what these figures 
were based on and then the sales- 
men would tell the exact amount 
of ice bought and how often the 
refrigerator was filled. This al- 
most always brought an inquiry 
on how that information was got- 
ten—but the prospects were left 
in the dark on this point. Curios- 
ity whetted their interest. 


Gets 400 Good Prospects 
In a Day 


A unique store demonstration 
of washers and ironers yielded 
more than 400 prospects in a 
single day. It also immediately 
sold 25 washers, six ironers and 
nine refrigerators. 
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The company bought 400 Turk- 
ish towels at 25 cents each and 
invited the public to come in and 
get them—a large newspaper ad- 
vertisement was the announcement 
medium. To get her towel, a 
woman had to first wash it in a 
washing machine and spin out the 
water and then run it through the 
ironer. A demonstrator was in 
charge of each unit used and they 
talked to the customers about the 
equipment, pointing out impor- 
tant features and giving instruc- 
tions. But, whether a person lis- 
tened to the demonstration talk or 
not, the 25-cent cost was well ex- 
pended in getting her into the 
store and to handle the merchan- 
dise. One woman wrote a check 
for an ironer before she left the 
machine. 

The entire stock of towels was 
distributed before 3 p.m. Women 
were lined up clear out on the 
street waiting their turn. 

On another occasion, the com- 
pany brought about 1500 women 
into its house furnishings depart- 
ment through a unique theater 
party. The local theater had a 








The Mabie-Lowrey _ sales- 
room in Roswell, N. M. 


picture that they didn’t feel would 
draw a very large attendance and 
the store bought the rights to it 
for $25. In newspaper advertise- 
ments and in a theater bill calen- 
dar, women were invited to come 
to the store for free tickets. A 
ticket was printed in the calendar 
but it had to be initialed by a 
salesman to be valid. Those who 
didn’t get the calendars were 
given other tickets at the store. 

By requiring that all tickets be 
initialed and that the users come 
in person—nobody was given 
more than one ticket—the firm was 
sure of having a chance to meet 
every woman guest. And, since 
house furnishings were the thing 
the store desired to feature, all 
customers were sent to this de- 
partment for their tickets. 

The “stunt” brought around 
1500 women into the store. 

In a four-day period recently, 
the company sold more than 
$1,000 worth of refrigerators and 
got the names of several hundred 
good prospects—all through a 
cooking school. The store got full 
credit for the school in local news- 
paper publicity. Held in a local 
theater, it drew more than 750 
women in a single morning. 

Arrangements were made to get 
the names of all women in at- 
tendance and these were turned 

(Continued on page 76) 











Hardware Curiosities 


By ROBERT PILGRIM 






























THE CHIEF INGREDIENT 
OF OLD ENGLISH FLOOR 
WAX, IS A GUBSTANCE 
FOUND ON THE LEAF 
OF A BRAZILIAN PALM 
TREE. CALLED CARNAUBA 
WAX, IT 1S A FINE. POWDERY 
SUBSTANCE WHICH FORMS 
_A PERFECT SEAL OVER. 
THE LEAVES AGAINST 
LOSS OF MOISTURE- 
THUS PREVENTING THE 
DEATH OF THE TREE 
DURING THE 
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4 , OR NAILS WERE REQUIRED BY EARLY 
SANON LAW TO BE FIXED TO THE INTERIOR. 
OF HUGE WOODEN TANKHARDS LISED 
FOR ALE-DRINKING. 746 2EG6 MARKED THE 
BOUNDBRIES OF A LEGAL DRIK-A HALF ‘ii ly 


PINT -ANDP FINES WEKF LEVI LON, 
G a THOSE WHO DRAMK PBST THE 
we MARK 
TACKS WERE BEATEN OUT BY HAND ON 
THE ANVIL PRIOR TO 1820. IN THAT YEAR, 
A CLEVER BLACKSMITHS APPRENTICE INVENTED 


ao 
A MACHINE WHICH TURNED OUT 200 TACKS 


GOME DISHES OF COLONIAL TIMES 
WE Sie VEOH TGR BONES ~ PER MINUTE, AND SOLD IT FOR ONIY?500. 


THE LOWER HOLDING HOT WATER Jo 
KEEP WARM THE FOOD IN THE UPPER 
FORT 
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Red Figures for the Delinquency Percentage 


Standard Maximum Figure Should Be Set 
Up—Monthly Analysis the Basis of Control 


—Effective Follow-Up Suggestions 


By JOHN T. BARTLETT 


Co-Author, Retail Credit Practice, 

Credit Department Salesmanship, and 

Methods of Instalment Selling and 
Collection 


REDIT department statis- 
: tics which do not include 

delinquency figures are 
like a baseball score card without 
the “errors” column. So immedi- 
ately helpful are delinquency 
data that every hardware dealer 
should continuously employ them 
in routine operation. 

The simplest adequate plan 
consists in analyzing all past due 
contracts once each month. The 
delinquent amount is distributed 
under 30 days, 60 days, 90 days, 
120 days and over. The large 
sheet used has the name, ad- 
dress and telephone number of 
each delinquent, with space for 
record of follow-up effort. The 
total amount delinquent, 100 per 
cent, is analyzed by percentages 
for the several groupings. Final- 
ly, delinquency is expressed as a 
total percentage of all accounts. 

Another large instalment store 
makes a somewhat different analy- 
sis. It is chiefly interested in con- 
tracts past due three payments or 
more, and its analysis covers (1) 
accounts with a current payment, 
(2) no payment for 60 to 90 days, 
(3) no payment for 120 days or 
over, and (4) in attorney’s hands 
but not charged off. 

The procedure the individual 
hardware dealer follows is of 
secondary importance to the 
establishment of rigid objectives. 
What the quota is to sales manage- 
ment, a maximum delinquency 
percentage is to the credit and col- 
lection department of the instal- 
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ment store. One organization re- 
ports a 10 per cent objective, with 
15 per cent considered the maxi- 
mum to be permitted under any 
conditions. 

It is doubtful if in any skilfully 
operated hardware goods business, 
it is necessary for delinquencies to 
exceed 15 per cent more than 
temporarily. The writer qualifies 
his statement for the reason that 
there can be unexpected condi- 
tions, as a strike or shut down, a 
crop failure, a sudden drastic re- 
treat in business activity, which 
will throw delinquency out of line 
temporarily, even where there is 
expert management. Granting 
this, it is still possible for the 
credit and collection department 
to bring the percentage into line 
again, though adverse conditions 
persist. 

The credit department which 
makes its delinquency percentage, 
recorded in red ink, basic in scor- 
ing its performance, always is able 
to find ways to maintain and im- 
prove efficiency. Inevitably any 
instalment store which uses the 
plan becomes more cautious in ex- 
tending credit—which is where 
collection management properly 
begins. 


Prompt Payers 


It became standard procedure 
in one case under the writer’s ob- 
servation to answer the question, 
“Will this customer in all prob- 
ability meet his payments prompt- 
ly?” If the credit office had any 
doubt, the practice was frankly to 
discuss the matter with the appli- 
cant. “Our policy is only to ex- 
tend credit to people who can 
meet their accounts promptly,” 
the credit office worker stated, ask- 


ing the buyer, candidly, would he 
pay promptly? 

If Credit Bureau reports showed 
the applicant slow in other places, 
he was confronted with the in- 
formation. Not until he had un- 
equivocally, and with determina- 
tion, promised to pay promptly, 
was the final O. K. given. Any 
hardware goods store which skil- 
fully follows this practice will be 
able to obtain prompt payment 
from customers who habitually 
are slow with most other stores. 

Of course, the frank discussion 
with the applicant, making an 
issue of prompt payment, will 
eliminate a certain number of 
accounts—all of which, put on the 
books, would have gone into the 
slow grouping, a continuous 
source of office effort and expense, 
pulling the delinquency percent- 
age up. The loss of such busi- 
ness is to be welcomed. 

I have found that when delin- 
quency is “scored” each month, 
with analysis sheets developed, 
most collection departments soon 
are making greater use of the tele- 
phone. One colJector confessed 
to me, “I used to think that I 
could not collect on the telephone 
—that I had to confront the debtor 
face to face. Up against the 
necessity to better my collections, 
I was forced to master the tele- 
phone. It was root-hog-or-die, in 
the way of speaking. 

“T told frankly that type of cus- 
tomer to be described as good, 
but inclined to be slow, that it 
was part of my job as collector 
to keep the money coming in 
promptly—it saved the store a 
large financing load. I have 
things now so that with practically 

(Continued on page 76) 
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Wagner and 30 Hour Bill Opposed 
By Triple Mill Supply Convention 


ECLARING that the Wag- 
D ner Labor Relations Bill 
would intensify differ- 
ences between employers and em- 
ployees and that the Black 30 
hour week would inflate prices too 
rapidly, the Triple Mill Supply 
Convention opposed both mea- 
suresasdevelopments which would 
delay permanent recovery. The 
convention meeting at the Caro- 
linas Hotel, Pinehurst, N. C., 
May 14 to 16, 1935, favored a two 
year extension of NRA under its 
present set-up and wired Presi- 
dent Roosevelt to that effect. 
Resolutions covering these three 
unanimously ap- 
proved by the Southern Supply & 
Machinery Distributors’ Associa- 
tions, the National Supply & 
Machinery Distributors’ Associa- 
tion and the American Supply & 
Machinery Manufacturers’ Asso- 
ciation, the three trade groups 
comprising the triple convention. 
The three groups also decided 
to disband the existing Joint Mer- 
chandising Committee and _ to 
organize in its place the Industrial 
Supply Research Bureau, Inc., 
with participation limited to mem- 
bers of the three sponsoring 
organizations. Protest was also 
recorded against the prevailing 
practice of allowing 15 per cent 
discounts beyond filed prices on 
all government purchases. 

The two distributor organiza- 
tions again passed a resolution 
calling for a uniform cash dis- 
count of 2 per cent to eliminate 
the confusion existing now be- 
cause of varied discounts offered 
by manufacturers. This same 
resolution was approved at the 
Cincinnati convention last year 
and is considered a matter of 
prime importance to the distribu- 
tors. 


Arthur D. Whiteside, president, 


points were 
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Distributors Favor Uniform 2% Cash Dis- 
count and with Manufacturers ask 2 Year 


Extension of NRA “As Is.” JMC to Become 


Research Bureau. 


Meetin g 


at Pinehurst, 


N. C., May 14 to 16, 1935, Attracted 600 


Attendance. 





GEO. W. ECKHARDT 
New Executive Secretary 
National Assn. 


Dun & Bradstreets, Inc., New 
York City, and formerly an 
official of both NRA and NIRB, 
gave an intimate talk on the 
future of the Recovery Act and 
related governmental activity. He 
stressed the importance of busi- 
ness men knowing what they 
wanted when seeking code clauses 





ALVIN M. SMITH 


GEO. A. FERNLEY 


WM. T. TODD, JR. 





GEORGE H. HALPIN 


or other Federal assistance, con- 
ceded some of the weaknesses of 
NRA administration, but felt that 
these were due largely to lack 
of common ground among indus- 
try groups themselves. He cited 
examples of cross-purpose pleas 
from parts of the same industry 
group and sensed the gap between 





HARRY RINEHART 
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the desires and needs of smail 
businesses and the larger busi- 
nesses, saying that from the latter 
group quite naturally came most 
of the advice given to Washington. 
NIRA is basically sound, he said, 
but too often mere theorists were 
allowed executive powers when 
their most useful services were of 
an advisory and research nature. 
This led to quibbling over phrases 
instead of getting at objectives 
and caused confusion. 

The speaker doubted the possi- 
bility of any permanent price- 
fixing, which he said had not been 
successfully followed elsewhere 
despite reports, but did tell of 
temporary price control which 
helped certain groups out of acute 
“red ink” conditions. Mr. White- 
side called for more active leader- 
ship in organized industry groups 
and said that industry was large- 
ly organized geographically in- 
stead of by groups. In closing, he 
declared “the middleman” more 
necessary in today’s economic pic- 
ture than ever before in our com- 
mercial history. 

In the discussions which fol- 
lowed it was clear that business 
men wanted less interference from 
government and hoped for an 
early termination of the present 
Congress plus an _ unmolested 
monetary system. 

W. P. Jeffery, executive secre- 
tary of the Hacksaw Manufac- 
turers’ Association and a promi- 
nent New York attorney, talked on 
permissible cooperation between 
producers and distributors for the 
purposes of market stabilization. 
He urgently advocated open price 
filing as the best curb in vicious 
price cutting, declaring that open 
price filing forced price data out 
in the open where customers as 
well as competitors would know 
what was going on. It was his 
opinion that individual firms 
might exercise considerable resale 
price control within the law, but 
that collectively groups within an 
industry would undoubtedly be 
operating illegally in any such 
activity. He urged business men 
to distinguish between NIRA and 
the NRA administration work for 
a true picture of possible good 
from the recovery movement 
which he said had been handi- 
capped by too many efforts at 
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J. HARVEY WILLIAMS 


making mandatory conditions for 
other people to follow instead of 
educating business toward volun- 
tary support for more economic 
practices. 

Attendance was well over 600 
with representations from both dis- 
tributor and producer groups 
about even. 





T. W. LEWIS 


F. M. Archer, Superior-Sterling 
Co., Bluefield, W. Va., was elected 
president of the Southern associa- 
tion, succeeding T. W. Lewis, 
Lewis Supply Co., Memphis, 
Tenn. G. G. Weaks, Weaks Sup- 
ply Co., Monroe, La., and C. A. 
Dillon, Dillon Supply Co., 
Raleigh, N.C., were chosen as vice- 
presidents and Alvin M. Smith, 
Smith-Courtney Co., Richmond, 
Va., was reelected secretary-trea- 
surer. 

John T. Potts, The Galigher Co., 
Salt Lake City, Utah, is the new 
president of the National associa- 
tion. He succeeds Wm. T. Todd, 
Jr., Somers, Fitler & Todd Co., 
Pittsburgh, Pa. Vice-presidents 


R. KENNEDY HANSON 


F. M. ARCHER 


L. M. KNOUSE 


are: Percy Ridings, Syracuse Sup- 
ply Co., Syracuse, N. Y., and R. C. 
Duncan, R. C. Duncan Co., Minne- 
apolis, Minn. Geo. W. Eckhardt 
was chosen as full time executive 
secretary and H. R. Rinehart will 
be secretary-treasurer. Geo. A. 
Fernley who has been secretary- 
treasurer will continue in an ad- 





JOHN T. POTTS 


visory capacity. The last three 
have headquarters at 505 Arch St., 
Philadelphia, Pa. ° 

L. M. Knouse, The Stanley 
Electrical Tool Co., New Britain, 
Conn., was elected president of 
the American association, succeed- 
ing J. Harvey Williams, J. H. Wil- 
liams & Co., New York City. 
Vice-presidents chosen are: Geo. 
H. Halpin, Minnesota Mining & 
Mfg. Co., St. Paul, Minn., and 
Roger Tewksbury, Oster Mfg. Co., 
Cleveland, Ohio. R. Kennedy 
Hanson, Pittsburgh, Pa., continues 
as secretary-manager and W. H. 
Fisher, T. B. Woods Sons Co., 


Chambersburg, Pa., is treasurer. 
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A window display 
of baby chicks and 
a rack of them just 
inside the door 
promotes their sale 
for Bacon Bros. 











| Chickens 
Cant be 
Wrong 


ACON BROS., Middletown, 

Conn., operate one of the 

most cheerful and attractive 
hardware stores in any town of 
the size of Middletown. As if to 
make it more so, you are greeted 
these days at the entrance by the 
happy chirping of hundreds of 
baby chicks. Visiting this store 
on a wet and unpleasant day, the 
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Bacon Bros., Middletown, Conn., find that the cheerful chirps of many 


baby chicks add to store traffic and show a profit too 


writer found the windows deco- 
rated with green and yellow crepe 
paper, plenty of light flooding 
them and the interior of the store. 
In one window a brooder with’ a 
flock of baby chicks scampered 
through clean shavings. Inside 
the door a rack holding layers of 
chicks feeding from troughs of 
mash through small feeder holes 
just large enough for comfort, 
added to the cheerful note. One 
forgot the weather almost immedi- 
ately. Behind the rack was a series 
of lights that helped keep the 
chicks in a warm and animated 
condition. It also helped to dis- 
play them to good advantage. 

During the season, more than 
ten thousand chicks are sold by 
Bacon Bros. The stock is all 
thoroughbred and is obtained 
from a local hatchery, which buys 
a substantial quantity of poultry 
supplies from the store. The 
chicks are a material help in add- 
ing store traffic and increasing the 
sale of poultry foods, brooders, 
feeders, netting, celoglass and all 
requirements of the poultry raiser. 
It has helped to attract farm trade 
in general, besides being a profit- 
able venture of itself. The profit 
on such items as brooders, etc., is 
sufficient to more than pay for the 
cost of the baby chicks which 
alone realize a margin of 30 per 
cent to 40 per cent. 

Newspaper advertising on the 
baby chicks is simple and effec- 
tive. Usually the space used is one 
column by four inches, and to- 
gether with word-of-mouth adver- 
tising, make the poultry supply 
department a very satisfactory 
one. 

Because these baby chicks are all 
blooded stock, the tendency is to 
develop better class poultry raising 
in a farming district, which in turn 
tends to create the need for better 
equipment standards and _ better 
food requirements. As in all lines 
of endeavor, where the trend is 
toward specialization the demand 
for better equipment grows. For 
this reason the selling of thorough- 
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bred baby chicks in poultry rais- 
ing areas should be worth while 
for the hardware merchant. Their 
care is not a problem. A mini- 
mum of attention is needed and 
they move very fast during the 
spring season. 

Bacon Bros. do a substantial 
business in regular hardware lines 
and in housefurnishings, and, in 


addition, specialize in plumbing 
and heating. The latter line is de- 
veloping into air conditioning and 
one member of the firm is keenly 
interested in that development. 
He looks for a great growth in air 
conditioning. The firm also han- 
dles electric refrigeration, using 
newspaper advertising mainly as 
a source of prospects. 





Major Lines Combine to Build Volume 
for Jordan Hardware 


HE Jordan Hardware Co., 
Willimantic, Conn., attrib- 
ute much of their volume to 
major lines, none of which are ex- 
cessively large, but aggregate a 
satisfactory total. Electric refrig- 
erators account for a considerable 
part of the business and their win- 
dows feature a good looking dis- 
play of the line. An outside sales- 
man is promoting the sale of re- 
frigerators practically all of his 
time. Moderate newspaper space 
and the recommendation of cus- 
tomers who have bought constitute 
the main sources of leads. Nat- 
urally, in a small city, where the 
hardware merchant is well known, 
even a cold canvass is likely to 
be more productive than it would 
be in a larger place. 

The same rule holds true with 
oil-burning equipment, which is 
sold by the Jordan company. The 
company does not finance its own 
paper, but has an arrangement 
with a financing company in a 
nearby town. In Willimantic an 
effort has been made to limit the 
trade-in allowances for such items 
as electric refrigerators, and bene- 
fit is expected from such limita- 
tion although the practice has not 
been eliminated entirely. 

Homeworkshop tools are being 
successfully sold, and they con- 
tribute another worthwhile por- 
tion of the volume. They are 
“over - the - counter” merchandise 


and, in practically all cases, are 
sold for cash. Business and pro- 
fessional men are the mainstays 
of this class of sales, and their 
numbers are growing. As their 
skill increases their interest grows. 

Harness is coming to the Jordan 
store as an important factor in 
their volume, and it helps hold the 
farm trade throughout the hard- 
ware lines. Since the passing out 
of the old-time harness-making 
shops, many have combined forces 
with the local hardware store as 
the most likely place to maintain 
contact with the farmers. Some 
make renting arrangements with 
the hardware stores, and others 
are taken over entirely, the har- 
ness maker being employed to do 
the necessary repair work that 
goes with the department. 

Bicycles are another volume 
builder for the Jordan store, and 
about 50 are sold each year. One 
man, who helps throughout the 
store, does the repairing in a base- 
ment bicycle shop. In his early 
life, Mr. Daniels was a bike rider 
on the country roads of New Eng- 
land, and he and a chum rode 
from Connecticut to Maine, re- 
ceiving front-page attention from 
the Maine newspapers of that day. 
Bicycles are a favorite department 
with him, and the Jordan store 
always features a window show- 
ing them. 
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Housefurnishings ‘Pay Out 
and Meet Competition for | 





City Hardware & 
Supply Co., Cleve- 
land, Ohio, holds 
trade five miles 
from city depart- 
ment stores. 


OR twenty years City Hard- 
peat & Supply Co., 10546 

Euclid Avenue, Cleveland, 
Ohio, has been featuring house- 
furnishings and related lines, meet- 
ing city department store competi- 
tion without neglecting shelf hard- 
ware. Advertising, rearrange- 
ments of store layout to create 
greater store traffic, neat window 
and interior displays and the han- 
dling of lines customers want have 
all played their part in the store’s 
success. 

Being five miles from the de- 
partment store section of Cleve- 
land has its advantages to be sure. 
but that distance is easily covered 
by public conveyances or in a cus- 
tomer’s own car. And as those 
department stores deliver mer- 
chandise, City Hardware does too 
—but makes delivery more 
quickly, usually on the day of pur- 
chase, using three cars if neces- 
sary. This prompt delivery makes 
its impression on customers. 

James H. Barch, president and 
treasurer of the company, is a 
veteran in the business. He and 
his son, Viril C. Barch, manager 
of the store, watch department 
store advertisements and window 
displays very closely. Whenever 
possible they meet department 
store prices and sometimes go 
them one better by offering greater 
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These photos show how the City Hardware & Supply Co., Cleveland, Ohio, 
give housefurnishings outstanding display. 


values. They try to display in 
their windows the housewares lines 
being featured at the same time 
by department stores — whether 
they be quality lines or lower 
priced merchandise. James H. 
Barch says of pricing, “When a 
price line is sold we tell custom- 
ers why it is cheap. In any good 
legitimate store you only get what 
you pay for.” 


An Eagle Store 
A member of the Eagle Hard- 


ware Stores, Inc., cooperative mer- 
chandising group, this store sup- 
plements the Eagle ads with its 
own handbills in the summer time. 
Ads and window displays bring 
the customers in, the neatly dis- 
played merchandise in the store 
causes customers to buy. Using a 
store 40 by 100 feet the company 
devotes approximately two thirds 
of its space to housefurnishings, 


electrical appliances and related 
lines. With the exception of higher 
priced small electric appliances 
and some cutlery items, house- 
wares and related lines are dis- 
played on flat open tables, with 
adequate aisles between them. 
Prices are given on tags or by 
actually marking the merchandise 
itself. 

For some years flat tables have 
been used. Starting out with two 
long tables it was found that- peo- 
ple tended to crowd on one end, 
so each table was cut into smaller 
sections each running parallel to 
the walls. This plan was not too 
satisfactory so the tables were 
placed parallel to the front and 
rear, permitting customers to walk 
on all sides of each unit. The mer- 
chandise on these tables is fre- 
quently changed giving a more in- 
teresting appearance. The tables 
themselves are of uniform finish 
—grey and orange. 


HARDWARE AGE 





ul 


” 


or this Store 


al 
~ 


4 






hio, 


ted 
her 
ces 
1se- 
dis- 
rith 
Pm. 


lise 


ave 


Related lines are grouped to- 
gether and many items are avail- 
able in a variety of prices and 
qualities. Cutlery is laid out on an 
attractive but durable table cover, 
each item’s handle being toward 
the edge of the table inviting cus- 
tomers to examine it. Electric 
irons, strainers, coffee percolators, 
sauce pans, skillets, etc., also have 
their handles facing the customers. 

Pillars supporting the ceiling 
are utilized for displaying mirrors, 
portable wall lamps, and other 
lines. These items are frequently 
replaced with different lines. One 
of the pillars in the rear has 
shelves on which are displayed 
such articles as kitchen scales, cof- 
fee makers and other lines of 
similar size, which are adaptable 
for such type display. In one 
corner towards the rear, but not 
visible in the picture, is a special 
display stand for raising floor 
lamps and ranges above the floor 
level, permitting customers to 





closely examine them with mini- 
mum inconvenience. 

The Barch store carries a variety 
of floor and table lamps, in dif- 
ferent price ranges and has many 
of them lighted—showing custom- 
ers just how well they look and 


how adequately they give illumina- 


tion. 

Once a week both display win- 
dows are changed, one of them al- 
ways being devoted to built-up dis- 
plays of housefurnishings, electri- 
cal appliances, etc. Sometimes it 
is found advisable to use both win- 
dows for housewares—either to 
keep up with department store 
competition, or to get business on 
lines which have a particular ap- 
peal because of canning season de- 
mand or fall or spring houseclean- 





Sales Increases on Home 


With 72 per cent saturation of 
the electric cleaner market in the 
Philadelphia territory, The Electri- 
cal Association of Philadelphia, 
closed May 1 a month’s campaign 
on this appliance that has far sur- 
passed any similar promotional ac- 
tivity ever undertaken locally on this 
commodity. The campaign, which 
continued throughout the month of 
April, resulted in the sale of 2870 
new floor model electric cleaners, 
compared with totals of 1320 in 1933, 
and 2274 in 1934, which were rea- 
lized from a similar activity. The 
campaign was built around a pre- 
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mium in the form of an attractive 
table lamp which was given free 
with every electric cleaner sold by 
manufacturer or distributor members 
of the Electrical Association through 
their retail dealers or salesmen dur- 
ing the campaign period. 
* * * 


A sales increase of 50 per 
cent during the current year is ex- 
pected by the National Pressure 
Cooker Co., Eau Claire, Wis. Thomas 
Haney, sales manager, reports a 
more widespread interest in home 
canning as the summer canning sea- 
son approaches. He says: “In spite 


ing,to which some housewives give 
so much time and attention. Built- 
up displays are used in the win- 
dow with crepe paper and manu- 
facturers display material. 

This store finds that customers 
appreciate the convenience of be- 
ing able to buy housewares on a 
street level floor and that they 
favor receiving merchandise within 
a few hours of the time they make 
their selection. These things help 
meet competition and the presence 
of many ten-cent items of interest 
to housewives also plays its part 
in building store traffic. 

James H. Barch has associated 
with him besides his son Virgil, 
another son and a_ son-in-law. 
There aré eight sales clerks in this 
active store. 


Appliances 


of the severe and prolonged drouth 
in 1934, sales of our pressure cookers 
showed an increase of 16 per cent 
over the previous year.” The division 
of the company which produces cast 
aluminum kitchen ware also showed 
a marked increase in sales through 
hardware dealers in 1934, topping 
the volume of 1933 by 141 per cent. 
Although factory labor costs have 
risen 45 to 55 per cent in the past 
year, and material costs have ad- 
vanced as much as 150 per cent, it 
is said that the prices of the com- 
pany’s products have been only 
slightly increased. 
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Keep Up the Smartness 


EATHER’S getting hot 

and it will soon be easy 

to let the windows go un- 
Don’t do it! While the 


youngsters may feel refreshed by 
going partially 


dressed. 
undressed, your 
windows will be more refreshing 
to those who purchase hardware 
items if they are presented in cool 
summer trims. 

The camping window offers an 
opportunity for the trimmer to put 
on a purchase provoking display. 
The white tent space against a cool 
blue background and the tan faces 
peeking out from behind it will 
give a really refreshing color 
scheme. Try it. The floor could be 
colored with artificial grass to add 
to the refreshing effect and the 
desire to go camping. Of course. 
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During the 


the window utilizes the HARDWARE 
AGE interchangeable display fix- 
tures and if you have not written 


for a copy of the instruction sheet 
for building these, do so today. 
New sheets have been printed 
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of Your Windows 
summer Months 


showing the measurements as a 
blue print. Any home carpenter 
can construct them from _ inex- 
pensive materials. 

The suggestion for a “Bake a 
Cake” window comes from Miss 
Lilyan Crystal, of the M. Crystal 
Hardware, Brooklyn, N. Y. This 
is a clever idea and also utilizes 
the interchangeable fixtures. The 
bowl is simply two of the units 
inverted and a wall board “spoon” 
placed behind them. The illusion 
of an enormous bowl is effective. 
The semi-circular band that dec- 
orates the background will look 
well in light blue to carry out the 
cool effect of summer. The re- 
mainder of the semi-circle will 
be effective if done in tan. 
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Outside Selling Builds Volume 


Sylvania, Ohio, hardware dealer enjoys large major 
electrical appliance business. Multigraph depart- 
ment contributes to success of selling 











R. A. CHANDLER 


Secretary-Treas., Chan- 
dler Hardware Co., Syl 
vania, Ohio; Secretary 
and one of the organ- 
izers of the Crown 
Hardware Stores Group, 
Toledo, and Secretary 
Interstate Cooperative 
Hardware Advertisers. 
At the N.R.H.A. Detroit 
Congress next week, Mr. 
Chandler is scheduled 
to talk on outside sell- 
ing, which has been the 
very foundation of ie a ' 





lease have your representative call. 
Chandler Hardware . iene ‘ 
Co.’s current success. It is understood this places us under 
no obligation. THE CHANDLER HARDWARE CO. Sylvania, Ohio 
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THE CHANDLER HARDWARE CO. Sylvania, Ohio 
ae daiiaiad SERVICE REPORT DATE 
$$ _— 
ADDRESS = ae a 
The multigraphing ma- LOCATION 7 sai 
chine in the Chandler aeons Location 
Store is used to turn out caus | oare memamns _| sencomll Service On 
many of the _ report es 
forms used by the sales- he Fae | = Nature of Trouble 
men and also to im- ‘ es ———_—__—_——- —{— 
print the store name on i ees oe Se ee ee es 
much of the advertising | Se SR aneeeer see ee eee 
material of the makers. ae ie Saree ee 
Opposite page: Exam- PURIP dedientttting so a SO sinha 
ples of the Chandler 





letter to prospects. 
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HANDLER HARDWARE 
COMPANY, in Sylvania, 

Ohio, a town of between 

three and four thousand popula- 
tion with a good farming country 
surrounding it, did about $100,- 
000 worth of business in 1934. In 
other years that volume has been 
doubled, but last year shows a 
very definite improvement over 
the past few years. The business 
established 44 years ago was 
mainly one of farm implements 
and equipment, seeds, etc., but 
more recently it has changed its 
complexion completely. The 
Chandler business, one of the 
Crown .Hardware group which 
operates independently but adver- 
tises cooperatively, is now one of 
major electrical appliances and 
regular hardware lines. The firm 
sells electrical refrigerators and 
washing machines right into the 
Toledo territory. Last February 
it sold an average of a washer a 
day. Total washers sold last year 
were about 150, electric refrigera- 





Mighty glad to learn that you are 
interested in a range for your kitchen. 
Have you seen the NEW MAJESTIC 

RANGES? 

_ New style, new beauty, are combined 

in these new models finished in two- 

tone enamel. 
ONLY MAJESTIC combines all these 
advantages : 

(1) Solid plate cooking top of polished 
metal. 

(2) New sanitary shelf in place of 
warming closet. 

(3) Smoke pipe back of stove out of 
sight. 

(4) Oven well insulated. 

(5) Made by the oldest and largest 
range makers. 

(6) Over one thousand Majestics have 
been sold out of our store since 
we began selling these ranges over 
30 years ago. 

_ Today there are more Majestics giv- 

ing superior service in the kitchens of 

America than any other range. 

Why not let your next be a Majestic? 
Yours very truly, 


THE CHANDLER HARDWARE Co. 
BY: R. A. Chandler 











tors about 75. Radio is an im- 
portant factor in the Chandler 
volume. 

Eight men are kept on outside 
selling efforts, says R. A. Chand- 
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ler, secretary and treasurer of the 
company. Full use is made of 
manufacturer’s literature. A mul- 
tigraphing machine at the Chand- 
ler store is kept busy turning out 
letters, imprinting leaflets and 
preparing a wide variety of ad- 
vertising matter. Many of Chand- 





Having learned of your interest in 
Maytag Washing Machines, we are 
pleased to send you circulars describing 
the latest models. 

Here are three reasons why a Maytag 
_—— should do the washing in your 
ome. 


(1) It is an EASY way—Down-to-the- 
moment improvements on Maytag 
washers make washing a simple 
matter of the morning—more like 
play than work. 

(2) It is an ECONOMICAL way— 

First cost is unbelievably low and 

it is the only cost of any signifi- 

cance. Maytag prices are the lowest 
in their history. 

It is the SAFEST way on clothes 

—Die cast aluminum agitator and 

improved balloon roll drying meth- 

ods insure safety to even the most 
delicate fabrics. 


There is a Maytag model in our 
store that exactly fits your needs. 
Present prices and Maytag quality 
offer the soundest values on the market 
today. 

May we suggest that you visit our 
display of Maytag washers in the next 
day or so? We will gladly go over 
each model with you, point by point. 
Let us outline our plan (without obli- 
gation on your part) through which 
you may own a Maytag washer. 

You are always welcome at our store. 

Cordially yours, 


THE CHANDLER HARDWARE CO. 
BY: R. A. Chandler 
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ler’s leads and prospects are ob- 
tained in this way. Lists of home 
owners are kept corrected up to 
date and all order books must 
pass over the desk of a girl who 
checks them for prospect infor- 
mation. All sales and prospect 
data are then transferred to the 
master file. 

Each salesman has a definite 
territory and is given credit for 
sales made in that territory, re- 
gardless of made the actual clos- 
ing. All transactions over $5 on 
outside selling are posted in the 
salesman’s record. Recapitula- 
tions of this record are made 
monthly, quarterly and annually. 
Naturally this plan stimulates 





We are indeed glad to add your name 
to our large and growing list of cus- 
tomers and hope this is but the be- 
ginning of a long and pleasant busi- 
ness relationship between us. 

Our complete stock will afford you 
an unusual selection. This in itself, is 
a distinct advantage. We have a com- 
plete assortment of the following goods: 


TOOLS 

CUTLERY 

RADIO SETS 

SPORTING GOODS 
DAIRY SUPPLIES 
WASHING MACHINES 
STOVE AND RANGES 
KITCHEN EQUIPMENT 
BUILDER’S SUPPLIES 
PAINTS AND VARNISHES 
FARM AND GARDEN SEEDS 


FENCE 

HARNESS 

FURNACES 

FERTILIZER 

FLOOR COVERING 

FARM IMPLEMENTS 
POULTRY SUPPLIES 
ELECTRIC SWEEPERS 
ELECTRICAL SUPPLIES 
ELECTRIC REFRIGERATORS 
AUTO TIRES AND ACCESSORIES 


You will find our system of prices, 
quality and service considered, will 
give you substantial savings on your 
purchases. You can always rely on 
the merchandise you purchase from us. 
We stand back of our goods. 

FOR OVER 40 YEARS we have en- 
joyed a large and constantly growing 
trade with the people of this communi- 
ty. It stands to reason that unless we 
are offering substantial advantages over 
our competitors, these buyers would 
not concentrate their purchases here 
with us, as they have done. 

YOU OWE IT TO YOURSELF to 
place your orders where you can get 
the maximum in price, quality, and 
service. It is on this basis alone that 
we solicit your trade. 

Yours very truly, 


THE CHANDLER HARDWARE CO. 
BY: R. A. Chandler 











selling, as every man has a natural 
desire to make a good record— 
every good salesman does. 

Advertising takes the form of 
newspaper space as well as direct 
mail. Toledo papers are used in 
cooperation with the manufacturer 
and the local weekly paper, The 
Sylvania Sentinel, carries gener- 
ous space regularly. 

A commission of 3 per cent is 
paid to customers who turn in 
prospects to the Chandler Co. 
This is done with a business reply 
card, requiring no postage stamp, 
which asks a representative to call 
and is responsible for a number 
of productive leads. 

A series of well-written letters 
is sent to customers and prospects. 
One of these goes to those who 
are prospects for cooking ranges, 
others to radio prospects, furnace 
prospects, washing machine pros- 
pects and general hardware line 
customers. A letter is also used 
to encourage clearing up of out- 
standing accounts at the end of 
the year. 
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Alabama Association 
Opposes New ‘laxes 





JOHN G. WHITE 


President 


ORE than 150 hard- 
ware and_ implement 
- dealers from Alabama 


and Western Florida assembled at 
the Gay-Teague Hotel, Montgom- 
ery, Ala., May 16 and 17, for the 
second annual convention and ex- 
hibit of the Retail Hardware 
Association of Alabama.  Opti- 
mism prevailed in public and 
private expressions by dealers, 
many of whom have felt keenly 
the industrial recession of recent 
years through their mill supply 
and heavy hardware departments. 
Exhibitors spoke encouragingly of 
the business done and of the hope- 
ful outlook of their customers for 
fall trade. 

The convention went on record 
as vigorously opposing any new 
taxes at this time, while in the 
legislative forum session Thursday 
night, the sales tax was singled 
out by several speakers as “the 
most objectional levy.” For years, 
Alabama merchants have been 
outspoken in their opposition to 
sales taxes and judging from their 
speeches, resolutions, and mes- 
sages to the Alabama legislature, 
then in session in Montgomery, 
they have not changed their 
minds. 

NRA, the building supply code, 
rolling stores, chain stores and 
Government - operated commis- 
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Cc. W. SPRADLEY 


Retiring President 


J. H. CROWE 


Secretary-Treasurer 


saries were also dealt with at the 
forum. Among the forum 
speakers were B. C. Apperson, 
secretary, Alabama Independent 
Merchants’ Association, Birming- 
ham; N. L. Walker, Montgomery, 
and J. F. McGraw, Vincent, who 


served as chairman. 


Opening Session 

The first session, Thursday 
afternoon, was called to order by 
President C. W. Spradley, Birm- 
ingham. Mayor Wm. A. Gunter 
welcomed the dealers to Mont- 
gomery and Charles R. Rew, presi- 
dent Leeds Supply Co., Leeds, re- 
sponded. President Spradley pre- 
sented an optimistic message of 
associational growth and on the 
business outlook, counselling, 
however, that “with the operation 
of retailing more of a gamble to- 
day than ever before, it behooves 
every retailer of hardware and re- 
lated lines to be in possession of 
all possible information concern- 
ing the successful promotion of 
his business.” 

Following the report by Secre- 
tary-Treasurer J. H. Crowe, Birm- 
ingham, who reviewed “the first 
year’s developments and growth 
of our Association,” committee 


and other appointments were 
announced. Charles J. Heale, 
editor, HarpwareE Acre, New 


York, who was to have delivered 
the opening address on “Concen- 
trated Buying” and “The Wire 
Cloth and Ammunition Situation,” 
was unexpectedly detained and 
Herbert P. Sheets, managing direc- 
tor, N.R.H.A., Indianapolis, was 
asked to “pinch-hit” for Mr. 
Heale. 

Mr. Sheets also substituted on 
Friday morning’s program for 
Rivers Peterson, a native Ala- 
baman, editor, Hardware Retailer, 
and until recently chairman of 
the National Retail Code Author- 
ity, who was scheduled to speak 
on “Activities of the N.R.H.A. 
and the Man the Code Forgot.” 
In his talks, Mr. Sheets said that 
theorists with impractical and 
bureaucratic ideas have made 
NRA unenforceable. He also ob- 
jected to price-fixing provisions 
of the Code. Various dealer ex- 
pressions were in approval of his 


suggestions for repealing the 


Code. 
George M. Gray, former 
N.R.H.A. president, Coshocton, 


Ohio, was unable to be present for 
conducting the Question Box 
scheduled as the concluding fea- 
ture of Thursday afternoon’s pro- 
gram and members adjourned to 
the roof garden for a demonstra- 
tion by Capt. M. C. Hicks, of the 
Peters Cartridge Co. Using vari- 
ous types of rifles and pistols, 
Capt. Hicks lectured between shots 
on the fine points of shooting, 
selling and caring for firearms. 

Judge John D. Petree, State 
NRA administrator was unable to 
fill his engagement for the open- 
ing address Friday morning, on 
code compliance. George W. 
Thomas, sales manager, Simmons 
Hardware Co., St. Louis, dis- 
cussed “Importance of Selling,” 
drawing upon a wealth of experi- 
ences as a hardware retail and 
jobbers’ salesman for his ideas 
and suggestions. He also urged 
closer coordination between job- 
ber and dealer. 

Friday afternoon, A. C. Ran- 
kin, general manager, Teague 

(Continued on page 78) 
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Pleasure 


Boat 


Equipment 


FPNHERE are approximately 
[300.00 motor boats in the 
United States at the present 
time. Much of the present popu- 
larity has developed during the 
past five years, but the number of 
registered motor boats has in- 
creased by 307 per cent during 
the past fifteen years. Obviously, 
hardware dealers have an attrac- 
tive opportunity for profit in this 
increasingly popular field, pro- 
vided they are in a position to 
give it the necessary space and 
attention. 
Display of motor boats requires 
a large amount of space and one 
or more boats are needed for 
demonstration purposes. Servic- 
ing is also required and the head 
of the marine department should 
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Here are some marine accessories 
pleasure boaters need... 
Anchors Flags Piston rings 
Automatic bailers Flash lights Pliers 
Automatic fuel Fog bells Portable stoves 
pumps 
Fog horns Propellers 
Batteries 
Gasoline cans Pumps 
Boat covers 
Graphite Rope 
Boat fenders 
Grease Seam 
Bottom . . composition 
composition Life-saving 
Cite devices Search lights 
Chocks Lights Screw drivers 
Cleate Marine glue Spark plugs 
Clocks Marine paints on 
Marine varnish 1 
Compasses Tools 
Motor covers ; 
Cushions Ventilators 
Muffiers 
Fire Waterproof 
Extinguishers Oil terminals 
Flag poles Oil cans Wrenches 








be a boat expert to make the most 
of the opportunity. 

For the hardware dealer who 
does not feel that he can success- 
fully carry motor boats and their 
necessary services, the- outboard 
motor offers a ready source of 
profitable business. Every hard- 
ware dealer located anywhere near 
the water will realize that greater 
numbers of people are turning to 
the water for their recreation. 
The canoes and rowboats are pass- 
ing from the lakes and rivers; 
people are in too much of a hurry 
and too fond of relaxation to 
bother with paddles and oars these 
days. Outboard motors are the 
answer. They take the fisherman 
and pleasure boater to and from 
the fishing grounds and _ picnic 


places, and their use is increasing 
every season. 

In addition to outboard motors, 
the equipment side of the motor 
boat field is worthy of attention, 
particularly on the part of hard- 
wre dealers who desire to add to 
their Spring and Summer profits 
without entering upon the sale of 
the craft themselves. 

In a general way all motor 
boats are divided into two groups. 
The first consists of all motor 
craft that are operated on what 
are called the “navigable” waters; 
that is, the Atlantic, Pacific and 
Gulf coastal waters, the Great 
Lakes and the innumerable rivers 
of the country. The second group 
consists of all those motor boats 
which are operated on what are 

(Continued on page 86) 
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Homeworkshops Are Life Savers 
say Smith & Bishel 


Middletown, Conn., hardware store helps organize 
homeworkshop club and benefits therefrom 


MITH & BISHEL. Middle- 
~ town, Conn.. unhesitatingly 

endorse the homeworkshop 
idea. “It’s been a lifesaver for 
us the past two years,” they will 
tell you. Like many other hard- 
ware stores, they count a number 
of business and professional men 
among their customers. Sherman 
C. Bishel is a homeworkshop en- 
thusiast and through his efforts and 
the help of some of his regular cus- 
tomers the Middletown Homework- 
shop Club was organized several 
months ago. and has grown to a 
membership of 45. Mr. Bishel. 
declining a major office in the 
club, accepted that of club libra- 
rian and has accumulated a num- 
ber of worthwhile books for the 
use of the members. These not 
only embrace the use of wood- 


working tools, but some deal with 
various natures of wood. One deals 
with mahogany and members were 
surprised to find that procurers of 
mahogany feel well rewarded if 
they find one tree to an acre. Such 
information of the various treat- 
ments and finishes possible with 
different woods helps to increase 
the spirit of experimentation 
among the members and keeps up 
a lively interest. Mr. Bishel estab- 
lished his library in a drawer 
alongside the power tool display 
in the store and finds it something 
of a magnet to that department. 
While the selling of power tool: 
is an objective not to be ignored, 
he has a genuine interest in the 
promotion of the club for the good 
it can do in the community. 


Middletown 
Homework shop 


At the time of the club organi- 
zation local newspapers gave 
prominent space to it and interest 
was extended to include several 
who had not previously devoted 
much time to homeworkshop ac- 
tivity. During the pre-Christmas 
season the club made several hun- 
dred toys for distribution among 
the needy families’ children. This 
production on the part of the club 
received newspaper attention and 
favorable comment. 

The club meetings are usually 
addressed by experts in the work 
or representatives of tool manu- 
facturers who give demonstrations 
of the capabilities of the several 
machines. 

In one or two cases, men who 
have. through illness, been unable 

(Continued on page 84) 





Toys were among the first work to interest the 
Middletown Homeworkshop Club. 
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“Loss Leaders 


By SAUNDERS NORVELL 


OR a simple and clear illus- 
Pecaon, let us take the case 

of a small manufacturer 
who almost a generation ago 
started to make a certain line of 
merchandise. He worked hard. 
He had his troubles. He lived 
economically so he would have 
more money for his business. 
Gradually, through the years, his 
business expanded. His ambition 
was to make the very best goods 
in his line, and he believed in 
time consumers would appreciate 
the quality of his goods and call 
for them. He anticipated because 
of this demand that there would 
be less and less sales resistance. 
Of course, his goods cost more to 
manufacture than those of some 
of his competitors because his raw 
materials were better selected, and 
his inspection was closer. Not 
only did he inspect his product, 
but he inspected his employees, 
and by a system of encourage- 
ment and elimination. he built up 
an organization of loval, expert 
mechanics. 

Finally the time came when ad- 
vertising became an _ important 
factor in American selling. This 
manufacturer, in order to main- 
tain and increase his sales, de- 
cided to advertise and called in 
the services of a well-known and 
successful advertising agency. 


With them he studied his product. 
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Researches were made among con- 
sumers, retailers and jobbers. 
Some faults in presenting his 
goods, in their packaging, etc., 
were discovered, and corrected. 
As the years passed his profits 
by reason of large sales increased, 
and he put most of these profits 
back into the business. As a re- 
sult of his intelligence, his work 
and the amount of his investment, 
his line became one of the best 
known and most acceptable in the 
United States. His brand was 
known everywhere. The brand 
stood for the quality of the goods. 
It had not only consumer accep- 
tance, but consumer appreciation 
and demand. His goods, there- 
fore, were not only easy to sell, 
but his arrangements with his job- 
bers and retailers were such that 
they were sold at a fair price to 
the consumer, and also afforded 
a fair profit to them. 

While these things were hap- 
pening to this particular manu- 
facturer, other things also were 
happening to the business of the 
country. First, mail order houses 
developed. They claimed in all 
of their catalogs and advertising 
that they undersold all competi- 
tors. Their argument was the cut 
price. Then later chain stores de- 
veloped on a large scale. Their 
argument, toc, was the cut price. 

Now of course it was clear that 


to offer a cut price on some un- 
known brand would not impress 
the consumer. The consumer 
naturally would wonder about 
quality. But to offer a cut price 
on a well-known nationally ad- 
vertised brand, left no question 
in the consumer’s mind. A cut 
price on that brand was a bargain. 
These cut prices on well-known 
brands were advertised in cata- 
logs, in newspapers and in show 
windows. They led to orders 
being sent by consumers to mail 
order houses, and also to con- 
sumers going to the cut price 
chain stores to get these nationally 
advertised goods at cut prices. 
The manufacturer outlined 
above, after all the years of in- 
telligent labor and all the money 
he had put into” his business, 
found his line offered at cut prices 
by this class of merchants from 
one end of the country to the 
other. If he didn’t sell them di- 
rect, they obtained his goods in- 
directly, through other dealers or 
brokers. Then what happened? 
Because of the very small profits 
they were able to make under 
these new conditions, this manu- 
facturer’s oldtime customers 
among the jobbers and retailers 
ceased their efforts to push his 
goods and bought other lines not 
so well known. They bought 
“special brands” and trained their 
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clerks to sidetrack our manufac- 
turer’s line and sell the “special 
brands.” 

The above story is just a sample 
of what happened to hundreds of 
manufacturers in this country 
who had devoted their lives and 
their fortunes to building up a 
pusiness on goods of high quality. 
On account of the Sherman law it 
was impossible for this manufac- 
turer to control the resale price 
of his jobbers and retailers. Of 
course he attempted moral sua- 
sion, but the independent jobbers 
and retailers took the stand that 
it was necessary for them to meet 
this cut price competition on his 
goods (and they were probably 
right.) Therefore, the manufac- 
turer found that he could not get 
any support from most of them. 
It was a price question pure and 
simple, and the problem had to 
be answered by price. It was not 
only a price question, but it was 
a vicious circle, because if this 
manufacturer cut prices to his 
jobbers and retailers on his stand- 
ard line, the mail order houses 
and chains in turn reduced their 
prices and at the end the manu- 
facturer was just where he started, 
except for great losses in his 
profits. To make another cut to 
meet this situation simply meant 
more losses. 

What was the end of all this? 
Along came the Capper-Kelly bill. 
This bill, among other things, 
permitted a manufacturer to en- 
ter into an agreement with his 
sales agents, both jobbers and re- 
tailers, to maintain a reasonable 
resale price on his line. Also to 
take legal steps to stop the cut- 
ting of prices on his line. The 
Capper-Kelly bill led a hazardous 
career. It was approved and at- 
tacked, but while the approvals 
were strong, the attacks were 
much better organized and more 
effective. The question of a re- 
sale price became an issue in the 
Chamber of Commerce of the 
United States. In this Chamber 
of Commerce there are all kinds 
of dealers, what we know as inde- 
pendents, also mail order houses, 
chain stores, department stores, 
etc. The independents were not 
well organized, but the depart- 
ment stores, mail order houses 
and chain stores were. So the 
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Capper-Kelly bill, although ap- 
proved by the Chamber of Com- 
merce, did not get anywhere, and 
we were confronted with the curi- 
ous situation of the minority of 
the dealers selling a certain line, 
that is those with sales of 10 to 20 
per cent of the total amount of 
sales in the country, dictating the 
prices at which the goods should 
be sold by all the others. On the 
face of it this seems hardly pos- 
sible and certainly unfair, but 
facts are facts, and that was the 
situation. 

Then came the codes, and an 
effort was immediately made 
through the N.R.A. to do some- 
thing to cure this situation. It 
was admitted that a manufacturer 
was entitled to protection on his 
line, and that jobbers and retailers 
were entitled to a fair profit. But 
opposition again developed, and 
this opposition was thoroughly or- 
ganized. It was fully recognized 
by the great department stores, by 
the mail order houses and by the 
chain stores, that if they had to 
sell these well-known, well ad- 
vertised, national brands at the 
same price as their independent 
competitors, it would be a death 
blow to their system of doing 
business. Therefore, they fought 
not only openly but subter- 
raneously, and to anyone ac- 
quainted with the inside of this 
fighting, it was an interesting con- 
test. 


Amusing Example 


Here is an example of the op- 
position that is not only interest- 
ing but amusing. A certain col- 
lege professor has the chair of 
business and marketing at a well- 
known college. It is his job to 
teach marketing and selling, its 
principles, etc., to the younger 
generation. This professor at- 
tended many conventions and 
made interesting addresses on 
selling. He built up for himself 
quite a reputation as a speaker 
on the subject of marketing. In 
his early days he was known to 
express himself frequently in 
favor of the resale price plan. 
However, later a change seems 
to have come over his ideas. He 
came out for the cut price idea. 
He suddenly discovered that any 
resale price plan was against the 


interests of the consumers and 
also contrary to the Sherman 
law. 

Now, strange as it may seem, 
this gentleman comes out as the 
leader of an association which has 
for its object, apparently, the pro- 
tection of the consumers of the 
country. He continues to attend 
conventions, advertising meetings 
and sales clubs, and makes ad- 
dresses on advertising and sell- 
ing. Sometimes he is introduced 
as a college professor and some- 
times he is introduced as the head 
of this consumers association. 
But one thing is always striking, 
and that is, when the convention 
is over this gentleman’s speech is 
always printed in full in the daily 
press, while the other speeches, 
if mentioned at all, are simply 
digested. What is the answer? 
Our friend, the professor, is a 
member of an association which 
is financed by the great depart- 
ment stores and chain stores, and 
these people do the advertising 
in the daily press. Of course it 
is only natural and logical that 
the daily press should extend the 
courtesy of a full and complete 
reproduction of the speech sup- 
plied to them in typewritten form 
by the representative of this asso- 
ciation in which their large ad- 
vertisers are financially interested. 
So the Professor always stole the 
show! 

However, notwithstanding the 
above, and much more that could 
be written on the subject, those 
in favor of the resale price plan 
are encouraged by the fact that 
the Fair Trade Price Maintenance 
bill, called in New York State the 
Feld-Crawford bill, was approved 
by both houses in the New York 
State legislature on April 17, 
1935, and was signed by Governor 
Lehman on May 17. Governor 
Lehman made some very pertinent 
remarks on the subject of this bill 
when he signed it. He drew the 
distinction between a manufac- 
turer protecting the distribution 
of his own brand of goods from 
price cutting, and ordinary “price 
fixing.” 

Such a bill as the above fair 
trade price maintenance bill has 
been in effect for two years in 
California, and was tested and ap- 

(Continued on page 80) 
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Above: Arthur Dayton, the 15-year-old Stratford, Conn., schoolboy who won 

the 1934 Whittling Contest sponsored by the Elks Club of Bridgeport, Conn., 

is shown at work. At left: Both illustrations show examples of objects 
whittled out of ordinary matches 


The Whittling Revival 


a Boon to Quality Cutlery Sales 


ih | EW sales ideas have been 
found very effective in 
stimulating the demand 
for staple merchandise. This is 
particularly true in relation to the 
sale of pocket knives; especially 
among enterprising merchants who 
have realized the possibilities pre- 
sented in the revival of interest in 
whittling. High grade pocket 
knives have always been profitable, 
rapid turning, items and they have 
netted the hardware dealers of the 
country neat sums annually. 
While the pocket knife is one 
of the most useful tools a man can 
possess, it can serve many more 
purposes than those of a utility 
nature. In recent months, the 
American public has had a great 
many more leisure hours than 
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By HENRY P. DAVIS 


usual, and many have found time 
to devote to the enjoyment of per- 
sonal hobbies. Naturally, the crea- 
tive urge has found an outlet and 
John W. Public has turned his at- 
tention to making things with his 
own hands. 


Whittling Comes Back 


Model making, taxidermy, wood 
working, clay work and other 
forms of diversion all have filled 
the leisure hours with pleasant oc- 
cupation. And the age-old pastime 
of whittling has been revived. Not 
the delightfully lazy amusement of 
“jus’ whittlin’,” but the productive 
form of self-expression through 
the medium of wood-carving. Many 
thousands of people began to 


carve or “whittle” designs of ob- 
jects out of soft wood using only 
the ordinary pocket knife. 

As interest in the diversion grew, 
a desire developed for competition 
in whittling or wood-carving ac- 
tivities and whittling contests were 
originated to meet this need. Such 
contests have been very successful, 
and merchants who have conducted 
them say they have brought about 
a pleasing increase in cutlery sales. 
In addition to being a real sales 
producer a whittling contest has 
been found to create a great deal 
of good will among a large group 
who are definitely interested in 
creative handicraft. 

Among those who pioneered the 
contest idea are the Honeyman 
Hardware Co., Portland, Ore., and 
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Weed & Co., Buffalo, N. Y. In 
some instances a group of commer- 
cial interests sponsored the con- 
tests. Notable among these was 
the event at El Paso, Tex., which 
had the backing of Momsen-Dun- 
negan-Ryan Co., hardware jobbers, 
the Popular Dry Goods Co., the 
Ellanay Theater, which was show- 
ing, at that time, the picture “Se- 
quoia,” and the El Paso Herald- 
Post. More than 200 enthusiastic 
whittlers entered the three di- 
visions (adult, senior and junior) 
and the affair attracted much at- 
tention throughout the Southwest. 

Through the efforts of J. M. 
Webb of A. Baldwin & Co., New 
hardware jobbers, the 
whittling contest idea was intro- 
duced in the Crescent City, under 


Orleans 


direct sponsorship of a hardware 


dealer. grew. 


and other dealers entered the pic- 


Interest in the plan 


instance. 
sponsors experienced the same re- 


ture. In almost every 


sults—their cutlery business nearly 
doubled that of any other similar 
period. 

As this is written there are ten 
such whittling contests under way 
in New Orleans, all well supporte] 


and all crowding customers into 
the stores of the sponsors. A. 
Baldwin & Co., ever alert to new 
merchandising ideas and methods, 
now plan to extend the promotion 
of this idea throughout the 
larger towns of their entire trade 
area, enthusiastically confident 
that a substantial increase in 
quality pocket knife sales will re- 
sult frem each contest staged. 
The fact that elaborate equip- 
ment is not required for whittling 
or wood carving makes this hobby 
all the more attractive. Although 
the whittler’s equipment is s'mple, 
he is particular about it. He in- 
sists on knives of the finest quality 
so that they can be relied upon to 
retain the keenest of edges. As a 
rule the whittler uses three knives. 
One is a large sturdy knife, having 
blade for 
The second knife is 
of medium with several 
blades, and it is with this knife 
that most of the work is done. Th> 
third knife usually found in the 
whittler’s kit is a small knife for 
cross-grain work and careful carv- 
ing. While the designs chosen may 


a good sized heavy 


“chipping.” 


size, 


vary according to individual 


tastes, all three knives are quality 
products, as they serve the whittler 
as his medium of expression, and 
for such a purpose only the best 
available will satisfactorily meet 
his requirements. 

Much credit for the revived in- 
terest in whittling is due the Cut- 
lery Division of the Remington 
Arms Co., Bridgeport, Conn., 
which has distributed more than 
100,000 copies of a booklet en- 
titled “Things To Do With A 
Pocket Knife.” These were sent 
only on request, which indicates 
the widespread interest in this 
hobby. T. E. Wharton, sales 
manager of the company’s Cut- 
lery Division was an early ex- 
ponent of the contest idea, and 
staged metropolitan 
centers in connection with the 
showing of the motion picture 
“Treasure Island.” As a result of 
this and other experiences with 


several in 


similar events, the company is pre- 
pared to provide dealers, without 
obl'gation, complete information 
en “How To Conduct A Whittling 
Contest.” The new idea has taken 
the public fancy. Its beneficial 
effects have been proved. 


This whittling window was most effective in stimulating pocket knife sales for the Pruitt-Barrett Hardware Co., Gaines- 
ville, Ga. All of the articles in the winduw were curved by a local whittler 
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Arkansas Association Denounces 
Two Federal Recovery Activities 


HE methods being used by the 

Federal Emergency Relief Ad- 

ministration in issuing orders 
for farm equipment in the rural 
rehabilitation program in Arkansas, 
and the National Recovery Act as 
applied to retailers, were denounced 
at the 35th annual convention of 
the Arkansas Retail Hardware As- 
sociation held at the Hotel Marion, 
Little Rock, May 21 and 22. 

Following invocation, George L. 
Turner, Little Rock, new secretary, 
and L. P. Biggs, Little Rock, for- 
mer secretary, made reports on ac- 
tivities of the association during the 
past year. Henry H. Tucker, pres- 
ident, Fones Bros. Hardware Co., 
and president of the Little Rock 
Chamber of Commerce, gave the ad- 
dress of welcome. Mr. Tucker com- 
mented on the recent meeting of 
the United States Chamber of Com- 
merce, interpreting that organiza- 
tion’s criticism of Federal policies 
as “observations of sound business 
men.” . 
Walter E. Browne, Conway, pres- 
ident of the association, in his ad- 
dress, scored the National Recovery 
Act, declaring that a more destruc- 
tive policy could not have been con- 
ceived so far as the retail dealer is 
concerned. 

At the afternoon session, the first 
day, the “Distribution Structure” 
was discussed. Billie Mitchell, 
Morrilton, Ark., asked questions 
which were answered by Clifton 
Rhodes, Southwestern sales main- 
ager, Belknap Hardware & Mfg. 
Co., Louisville, Ky. 

Dan Scoates, College Station, 
Texas, secretary of the Texas Hard- 
ware and Implement Association, 
discussed the activities of his asso- 
ciation. 

Tuesday night, the annual ban- 
quet and entertainment program 
was held, with Grover T. Owens, 
Little Rock attorney and former 
secretary of the association, as 
toastmaster. 

“Through the Consumer’s Eyes” 
was the topic for discussion at the 
morning session of the second day. 
Hubert Smith, Searcy, Ark., asked 
questions, and Miss Ruth Powell, 
Conway, Ark., answered. 
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J. S. SHADDOCK 


President 


Other speakers were Herbert P. 
Sheets, Indianapolis, Ind., manag- 
ing director, N.R.H.A., who dis- 
cussed activities of the national or- 
ganization, and G. W. Thomas, sales 
manager, Simmons Hardware Co.. 
St. Louis, who spoke on “Impor- 
tance of Selling.” 

The rural electrification program 
of the Arkansas Power and Light 
Co. was discussed at the closing ses- 
sion by Harvey C. Couch, Pine Bluff, 
Ark., president of the company. He 
explained that the hardware dealers 
in the State will have a part in this 
program, because each of the 10,000 
farmers in the newly electrified area 
will purchase from $200 to $500 
worth of electrical equipment. 

Mr. Couch said that if a commit- 
tee from the association was ap- 
pointed he would work out a plan 
with them whereby this equipment 
may be financed. This proposal met 
with enthusiastic response, and the 
following committee was selected: 
W. E. Browne, Conway; H. H. 
Tucker, Little Rock; J. S. Shad- 
dock, Camden, and Dan Pittman, 
Prescott. 

Mr. Couch further suggested that 
a committee be appointed to stand- 
ardize electrical equipment sold by 
the hardware stores in the State so 
that it would not be hard to obtain 
repair parts. He also recommended 
that the dealers stage demonstra- 
tions of electrical equipment in 
their stores. 

A discussion on “Government in 
Business” was led by Ray Meri- 
weather, Paragould, Ark. He de- 





W. E. BROWNE 


Retiring President 





GEO. L. TURNER 


Secretary 


clared that the government should 
be in no kind of business because 
there is too much waste. In the 
rural rehabilitation program of the 
Federal Emergency Relief, Mr. 
Meriweather said, farmers are sold 
implements at lower prices than the 
dealers can sell them. Many farmers 
go to the dealer first to buy imple- 
ments but many dealers cannot fi- 
nance long-time purchases with no 
down payments. The farmer then 
buys his tools from the government 
at lower prices, and the dealers are 
then called “robbers” for charging 
more for the same goods. Mr. 
Browne declared that this situation 
will be a disturbing element for the 
next 20 ‘years and requested Mr. 
Tucker to discuss the problem. 

Mr. Tucker gave a brief history 
of the entry of the government into 
the relief field, which, he said, 
should never have béen taken from 
the hands of the Red Cross. 

“When this new government busi- 
ness was first offered to my firm, 
we tried to place it in retail 
sources,’ Mr. Tucker said. “We 
found, however, that this business 
was being missed. The articles are 
being bid on by factories and job- 
bers. The principal evil of this 
program is the destruction of the 
profit level, the injury to the mer- 
chants in the eyes of the popula- 
tion. The government should not 
be a party to the destruction of ex- 
isting retail agencies.” 

He preferred to see goods han- 
dled on order with stipulated top 

(Continued on page 84) 
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R. K. CARTER & CO. 
OPENS CHICAGO OFFICE 


R. K. Carter & Co., purchas- 
ing agents. New York City, have 
recently opened a new office in 
Chicago at the Conway Bldg., 
Washington and Clark Sts. Co- 
incident with this opening, the 


Pittsburgh office was discon- 
tinued. ‘ 
Edwin M. MeNeill, manager 


and a director of the company, 
who has been with the firm 
25 years, is in charge of the new 
office. Key men of the assisting 
personnel in the former Pitts- 
burgh office were transferred to 
Chicago. 





TEXAS WHOLESALERS 
TO MEET, JUNE 15 


| 
The Texas Wholesale + 


utors Association will hold its 
regular quarterly meeting on 


June 15, at the Texas State Ho- 
tel, Houston, Tex. At this meet- 
ing the regular division meetings 


will be held. 


FIRM CELEBRATES 
7JOTH ANNIVERSARY 
The hardware firm of Lorick | 
and Lowrance, Inc., Columbia, | 
S. C., recently celebrated its sev- 
entieth year in business.. In 1865 
the firm of Fisher and Lowrance 
was established, which in reality 
was the successor of another firm 
—Fisher and Agnew—which ex- 
isted before the Confederate 
war and which operated branches 
in other towns in South Carolina. 
In 1869 the late P. C. Lorick 
bought an interest in the firm, 
which later was styled as Lorick 
and Company, with R. N. Low- 
rance, W. B. Lowrance and P. C. 
Lorick as owners. Still later, 
Mr. Lorick bought the interest 
of R. N. Lowrance, and the 
firm’s name was changed to 
Lorick and Lowrance. 

In 1903 the business was in- 
corporated under the name it 
now bears, Lorick and Lowrance, 
Inc. In the early part of 1925 
the firm was merged with the 
Lorick Brothers, at the head of 
which was another son of the 
original member, the late Henry 
D. Lorick. Lorick Brothers has 
been one of the leading jobbing 
houses in plumbing and roofing 
supplies and a general hardware 
business. It was the thought 
that through the consolidation 
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the two firms could better carry 
on their respective work, and it 
was with the idea of still further 
expansion that the merger was 
brought about. 

Today the business occupies a 
large, three-story building and 
basement on the 1500 Block of 
Main St., with large warehouses 
and naval stores yards. Lee A. 
Lorick is president, and M. I. 
Lorick, vice-president. 


MOHAWK VALLEY GROUP 
SEES MOTION PICTURES 

At a recent meeting of the 
Mohawk Valley Hardware Group 
held at the Hotel Utica, Utica, 


| New York, motion pictures on 
| the manufacture of steel prod- 


ucts and on the manufacture of 
paint were shown. The Ameri- 
can Steel & Wire Co., 208 La- 
Salle St., Chicago, IIl., furnished 
the pictures on steel products 
and were represented by Allen 
Boshart. The Pittsburgh Plate 
Glass Co., Paint and Varnish 
Div., Milwaukee, Wis., furnished 
the pictures on paints and were 
represented by Robert Hampton. 

The next meeting of the group 
will be held at Sherrill, N. Y., 
on an invitation from Oneida 
Community, Ltd., for an inspec- 
tion tour of their plant. 





WYETH HARDWARE 
NAMED RADIO 
DISTRIBUTOR 


Wyeth Hardware & Mfg. Co., 
St. Joseph, Mo., was appointed 
as Fada distributor for western 
Missouri and Kansas by Fada 
Radio and Electric Co., Long 
Island City, N. Y. Wyeth has 
been in radio since 1920 and 
handled Fada sets from 1922 
to 1925. 


NORRIS MFG. CO. OPENS 
ASSEMBLY PLANT 


The Norris Mfg. Co. recently 
opened its new assembly plant at 
Gahanna, Ohio. This new plant 
will be used to assemble toys 
and to manufacture games and 
novelties. 

G. E. Norris is the president, 
with J. D. Kilgore, formerly as- 
sociated with the Kilgore Mfg. 
Co., Westerville, Ohio, acting in 
the capacity of secretary. Mr. 


Norris’ son-in-law, C. G. Eck- 
stein, has been installed as 
treasurer. 








William A. Tobler Acquires Control 
Of the Beardsley and Wolcott Mfg. Co. 


Former Winchester President and Remington Vice- 
President and General Manager Will Be- 
come Active Head Of The Newly 
Acquired Concern 


William A. Tobler, who has 
been prominently identified in 
varying important executive ca- 
pacities with the manufacture of 
arms and ammunition during the 
past decade, acquired controlling 
interest in the Beardsley and 
Wolcott Manufacturing Co., 1359 
Thomaston Ave., Waterbury, 
Conn., on April 23rd. Mr. Tob- 
ler will serve as the company’s 
president and _ will personally 
supervise its affairs. The com- 
pany maintains branches in New 
York City and Chicago, and is 
a large manufacturer of bath- 
room fixtures, small 
appliances, drapery and uphol- 
stery hardware, and other re- 
lated specialties. 

From 1924 until 1932, Mr. 
Tobler was an executive of the 
Winchester Repeating Arms Co., 
Inc., New Haven, Conn. In the 
first two years he served as vice- 
president, the next two years as 
vice-president and general man- 
ager, and the last three years as 
president and general manager. 
When the Winchester receiver- 
ship became effective in January, 


electrical | 








WILLIAM A. TOBLER 


1931, Mr. Tobler was co-receiver 
and operating head of the com- 
pany, until the sale of Winches- 
ter to the Western Cartridge Co. 
was consummated in December, 
1931. The following month, or 
in January, 1932, he was elected 
a vice-president of the Reming- 
ton Arms Co., Inc., Bridgeport, 
Conn., serving in this latter ca- 
pacity until his resignation some 
time ago. 





PLANS OF OMAHA 
HARDWARE ASSN. 


Members of the Omaha Hard- 
ware Association, Omaha, Neb., 
are planning a cooperative adver- 
tising campaign to start late in 
the summer or early in Septem- 
ber. One item will be featured 
each week by at least 10 mem- 
bers of the club and will be ad- 
vertised in the local newspapers 
and the names of the hardware 
merchants and their addresses 
listed beneath the description of 
the article. After the advertise- 
ment has been run, each of the 
merchants will display the arti- 
cle in a window with a show 
card similar to the advertisement. 

How to sell retail hardware will 
be the subject of the June meet- 
ing of the Omaha Hardware As- 


sociation. Wholesale hardware 


merchants of Omaha will be 
asked to attend this meeting. 
Each will bring one item from 
their stock and act as retail 
salesman with the retail hard- 
ware men as their customers. 
They will first give their sales 
talk and then tell why they 
would approach a customer in 
that manner in order to sell the 
given article. 

The organization plans a picnic 
for the middle of the summer. 


HARDWARE SUPPLY CO. 
NAMED DELCO DEALER 


Northeastern Hardware Supply 
Co., 6544 Torresdale Ave., Phil- 
adelphia, Pa., recently announced 
its appointment as Delco-Heat 
dealer in that territory. The 
newest types of modern, auto- 
matic Delco-Heat will be avail- 
able. 
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CHANGES IN LORDSHIP 
SKEET PLANS ANNOUNCED 


Plans for Lordship, for six 
years nationally recognized as 
Skeet shooting’s premier classic, 
are nearly complete, according 
to the announcement of Roy C. 
Swan, chairman of the tourna- 
ment committee of the Reming- 
ton Gun Club, sponsors of the 
annual Great Eastern and Na- 
tional Telegraphic Skeet Cham- 
pionships. 

The shooting grounds at Lord- 
ship, near Bridgeport, Conn., will 
offer two full days of major 
Skeet competitions, under im- 
proved conditions, on June 20 
and 30. The usual dates have 
been changed from September 
this year to cooperate with the 
first National shoulder-to-shoul- 
der championship, scheduled for 
August 25-31 at Cleveland, Ohio. 

Plans are being made to ac- 
commodate more than 200 con- 
testants and, for this reason, 
shooting will start at an earlier 
hour each day, allowing two full 
days of titular competition. 

Important changes have been 
made in the program this year. 
The National Telegraphic Indi- 
vidual Championship has been 
discontinued. The .410 and 25 
gauge championship events will 
consist of 100 targets eaeh this 
year, instead of 50, as in the 
past. 

The schedule of championship 
events follows: Saturday, June 
29, ladies (100 targets), junior, 
for youngsters under 16 years of 
age (50 targets), .410 (short 
shell), 100 targets, National 
Telegraphic Five Man Team 
(100 targets per man). While 
no entries have yet been received 
it is practically assured that all 
1934 championships will defend 
their titles. 


FREDERICK A. GRAVES 


Frederick A. Graves, 83, head 
of Graves & Graves Furniture 
Co., Memphis, Tenn., stove, 
housefurnishing and _ furniture 
firm, recently passed away. Mrs. 
Graves and two children survive. 





DU PONT PURCHASES 
ACETOL PRODUCTS, INC. 

E. L. du Pont de Nemours & 
Co., Inc., Wilmington, Del., have 
announced their purchase of 
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Acetol Products, Inc., producer 
of Vitamin D and Cel-O-Glass, a 
wire-base substitute glass. 

The manufacture and sale of 
Cel-O-Glass and of other prod- 
ucts heretofore manufactured by 
Acetol Products, Inc., will hence- 
forth be handled entirely by the 
organic chemicals department of 
du Pont. The personnel which 
has administered the activities of 
these products continues un- 
changed. 

“HI”? CHAFFEE JOINS 

J. RUSSELL & CO. 


Hi Chaffee, for 27 years with 
Belcher & Loomis Hardware Co., 
Providence, R. I., having served 
in various capacities 
rand boy to vice-president and 





HIRAM E. CHAFFEE 


sales manager, resigned on 
March 15 to take a position with 
J. Russell & Co., Inc., Holyoke, 
Mass., as buyer and director of 
hardware dealer sales. 

Mr. Chaffee is married and has 
three children, two boys and one 
girl, and lives at South Hadley, 
Mass. He can be reached at the 


office of J. Russell & Co. 





JONES & LAUGHLIN 
EXTEND BUSINESS 


An extension of the fabricat- 
ing and warehouse service of the 
Jones & Laughlin Steel Corpora- 
tion, Pittsburgh, Pa., was seen in 
the announcement that its sub- 
sidiary company, the Jones & 
Laughlin Steel Service, Inc., has 
purchased the fabricating shop, 
warehouse and business of the 
National Bridge Works of Long 
Island City, New York. 


from er- 








The new properties, to be 
known as the National Bridge 
Works Division of the Jones & 
Laughlin Steel Service, Inc., will 
be operated under direction of 
Harry B. Royer, formerly presi- 
dent and manager of National 
Bridge Works. 

At present the corporation op- 
erates warehouses in Pittsburgh, 
Cincinnati, Chicago, Detroit, 
Memphis and New Orleans. 





FIFTH ANNUAL SKYTOP 
WOOD SAWING CONTEST 


In the Fifth Annual Wood 


Sawing and Wood Chopping Con.- | 


test held recently at Skytop in 
the Poconos, Pa., the two-man 
log-sawing contest was won by 
William Wilderick and Peter 
Hawk of Blakeslee, Pa. This 
team sawed through an 18-in. 
beech log in 25 seconds flat, 
using a Disston saw. 

The second team, Harvey Kei- 
per and Henry Berger of Pocono 


T. H. KINIRY IN 
BUSINESS 50 YEARS 


T. H. Kiniry, Kiniry & Son. 
Beloit, Kan., hardware dealers, 
recently reached his fiftieth year 
in his present business. He 
came to Beloit in 1878 and com- 
menced clerking in a hardware 
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T. H. KINIRY 


Lake, using an Atkins saw, re- | 


quired 253/5 seconds to make | 


their cut. Fred Singer and Flo- 
renz Singer of Tafton, Pa., the 
third team, required 2/5 of a 
second more than the second 
team. 

There were more than 1500 
spectators at the contest. 





KIECKHEFER, DIRECTOR 
OF ALLIS-CHALMERS 


Alfred H. Kieckhefer, presi- 
dent, National Enameling & 
Stamping Co., Milwaukee, Wis., 
has been added to the directorate 
of the Allis-Chalmers Mfg. Co., 
in that city. He also is a di- 
rector of the Granite City Steel 
Co., Granite City, Ill., and a 
member of the executive commit- 
tee of the American Hardware 
Manufacturers’ Associaticn, and 
is a director and vice-president 


of the Fabricated Metal Prod- 
ucts Federation, Washington, 
D.C. 


REFRACTORIES CO. 
NAMES NEW AGENTS 


General Refractories Co., Phil- 
adelphia, Pa., appointed Shad- 
bolt and Boyd Co., Milwaukee, 
Wis., as dealer agents in the 
Wisconsin area and Broadway 
Mfg. Co., Knoxville, Tenn., as 
dealer agents in the Knoxville 
area. Both firms will carry a 
complete stock of refractories. 


In 1885, with a 


store in 1879. 
capital of $625, Mr. Kiniry 
opened his own business. The 
first year’s sales amounted to 
$9,291, having turned over the 
stock about 15 times. The store 
has been in its present location 
for 42 years. 

Mr. Kiniry says that since he 
started business 23 firms have 
come and gone, but he is still on 
the job with his two sons looking 
after the buying and credits. He 
has been buying goods from 
Wyeth Hardware & Mfg. Co. and 
Richards and Conover Hardware 
Co. every year since the business 
started. 


FIRE DAMAGES 

VARNISH PLANT 
A two-alarm fire in the varnish 
plant of the Pittsburgh Plate 
Glass Co., Milwaukee, Wis., 
caused damage of $3,000 to 
$5,000 recently. The fire started 
when one of the 150-gallon var- 
nish kettles boiled over, oil and 
chemicals being ignited from the 
gas flame. The use of a fire ex- 
tinguisher had to be abandoned 
when 11 adjoining kettles caught 

fire. No one was injured. 





MOVES QUARTERS 
Almo Trading & Importing Co., 
Inc., 61 E. 11th St., New York 
City, has moved to larger quar- 
ters at 3 W. 18th St. 
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ANNOUNCE WINNERS OF 
JOBBERS MIAMI SHOOT 


At the Championship Skeet 
and Target Shoot Program held 
in conjunction with the recent 
Miami joint convention of the 
American Hardware Manufactur- 
ers Association and the Southern 
Hardware Jobbers Association. 
Spencer Olin, vice-president and 
sales manager, Western Cartridge 
Co., East Alton, Ill., won the 
trophy for the best score on 50 
sixteen-yard targets, with a rec- 
ord of breaking 48 out of the 
possible 50 targets. 


R. F. Rothrock, who resides at | 


Memphis, Tenn., and who is con- 
nected with the Remington Arms 
Co., won the trophy in the com- 
bination event which included 50 
sixteen-yard targets and 50 skeet 
targets, with a score of 92. The 


50 skeet target event was won by | 


another Remington contestant. 

Lon E. Davis, Jacksonville, Fla.. 

who broke 45 targets. 

PHILA. RETAILERS WANT 
NRA EXEMPTION 


Action toward immediate cir- 
culation of petitions, to exclude 
retailers from the proposed ex- 
tension of the National Recovery 
Act, throughout the Philadelphia 
area, was taken on May 16, in 
Kugler’s restaurant. These peti- 





FRANKLIN R. CAWL 


tions, which will be presented to 
Congress by the National Retail 
Hardware Association, state the 
retail trade is primarily an intra- 
state business, that the vast ma- 
jority of retail establishments are 
small and employ few people, 
and that under the existing act 
it has been proved that codes 
impose severe hardships on such 
establishments. It will also be 
brought to Congress’ attention 
that hardware dealers have al- 
ways paid more than the mini- 
mum wage scale. 

Dr. Franklin R. Cawl, director 
of Merchandising Research for 
the Philadelphia Inquirer and 
formerly of the faculty of the 
Wharton School of Business and 
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| legislature 
| would not tolerate this levy. 





| Finance, University of Pennsyl- 


vania, who was the principal 
speaker at the association’s fif- 
teenth annual banquet, urged the 
hardware retailers to study their 
consumer public more closely. 
W. Glenn Pearce, secretary of 
PASHA, told the Philadelphia 
retailers that the 3 per cent sales 
tax was practically dead and that 
their efforts in arousing senti- 


| ment played an important part 


in convincing the Pennsylvania 
that the consumer 


Harry Lowenstein, secretary of 
the Save-the-Surface Club of Phil- 
adelphia, urged closer coopera- 
tion between the paint industry 
and hardware retailers and an- 
nounced a series of joint meet- 
ings to be held next fall. 

The Philadelphia retail asso- 
ciation will hold its annual out- 
ing at Silver Lake Inn, New 
Jersey, July 24. 


WHEATON CO. BUYS 
SKILLMAN CO. STOCK 


T. C. Wheaton Co., Millville, 
N. J., have purchased the capital 
stock of Skillman Hardware Mfg. 
Co., Trenton, N. J., from the es- 
tate of the late W. G. Wherry. 
The purchase was made as an 
investment. 

The Skillman Hardware Mfg. 
Co. will continue in business in 
Trenton, with the entire Skill- 
man personnel, under the man- 
agement of Edward F. Sutphin, 
who has been in charge of the 
company for the past two and a 
half years. The same general 
sales policy will be retained. 

The company plans to bring 
out a new catalog in July and 
will be glad to receive requests 
from the trade for a copy of the 
same. 


DUCK REFUGE PLAN 
MAKING REAL PROGRESS 


A chain of more than 100 vol- 
untarily created duck and water- 
fowl refuges, from Canada to the 
Gulf of Mexico, is rapidly taking 
form, according to the More 
Game Birds Foundation, 500 
Fifth Avenue, New York City, 
directing the unique plan. Duck 
hunting seasons were cut in half 
last fall, but even further slashes 
would not restore badly needed 
resting and nesting areas for the 
droughtstricken birds, it is point- 
ed out. 

Following nation-wide appeals 
by state fish and game officials 
and national conservation organi- 
zations, sportsmen, farmers, bird 
lovers, park officials and groups 
of all types have been enlisted in 
the waterfowl refuge movement. 
Up to May 1, 17 of the projects 
had been started in New York 








and 11 each in Wisconsin and 
Connecticut; Minnesota, Michi- 
gan and Nebraska had six each 
under way, and 24 other states 
had five or less. 

Voluntary establishment of the 
refuges on suitable areas of three 
acres of water or more every- 
where is sought. Pond and marsh 
owners, or anyone securing use 
of any area for refuge purposes, 
may enter a free National Water- 
fowl Refuge Contest, the details 
of which were announced on 
page 78 of the March 14 issue of 
Harpware Ace. Over $500 in 
cash and scores of other awards 
are to be made for the most help- 
ful sites set aside. 


H. F. BOE PROMOTED 
BY WESTINGHOUSE 


H. F. Boe has been appointed 
assistant eastern district manager 
of Westinghouse Electric & Man- 
ufacturing Co. with headquarters 
at Rockefeller Center, New York 
City. 

Mr. Boe was born in Mans- 
field, Ohio. He joined Westing- 
house in 1901, being first em- 
ployed at East Pittsburgh in the 
winding department and _ later 
transferred to inspection work. 
During this time he attended 
night school at the Carnegie In- 
stitute of Technology. In 1911 
he was transferred to the engi- 
neering department and in 1913 
was appointed industrial sales 
engineer. 

In 1916 he left Westinghouse 
Co., returning after two years to 
the industrial sales department 
of Buffalo, N. Y., district. In 
1922 Mr. Boe was made man- 
ager of the Industrial Division 
at Buffalo and in 1926 was made 
Buffalo manager, the position he 
held at the time of his recent 
appointment. 


SIMPLIFIED PRACTICE 
R77 REAFFIRMED 


The division of simplified prac- 
tice of National Bureau of Stand- 
ards has announced that Simpli- 
fied Practice Recommendation 
R77, Hickory Handles, has again 
been reaffirmed without change 
by the standing committee of the 
industry. 

This simplification program, 
which establishes grade marking, 
general rules, and grades for 
handles 24 in. and longer, and 
for hammer and hatchet handles, 
was originally effective Nov. 1, 
1927. It was reaffirmed, without 
change, in 1930. 

Copies of the recommendation 
may be obtained from the Super- 
intendent of Documents, Govern- 
ment Printing Office, Washing- 
ton, D. C., at five cents each. 





HOYT RESIGNS FROM 

LAMSON & GOODNOW 

Harold G. Hoyt, associated for 
37 years with Lamson & Good- 
now Mfg. Co., Shelburne Falls, 
Mass., the last 17 years as sales 





H. G. HOYT 


manager and vice-president, has 
resigned to become active vice- 
president of Shelburne Falls Sav- 
ings Bank, of which he has been 
a director for a number of years. 

Mr. Hoyt’s successor has not 
yet been appointed. 





TO SELL REAL ESTATE 
OF HARWI HARDWARE 


Frank S. Reed and George R. 
Bassett, receivers for the A. J. 
Harwi Hardware Co., Wichita, 
Kan., recently asked for a court 
order to sell real estate belong- 
ing to the company and con- 
sisting of town lots and farms 
in various parts of Kansas and 
Oklahoma. 

The Harwi Co. is an old whole- 
sale institution founded by the 
late A? J. Harwi in Atchison. 





BURROWES APPOINTS 
MARKETING COUNSEL 


The Federated Sales Service, 
729 Boylston St., Boston, has been 
appointed marketing counsel for 
the Burrowes Corp., Portland, 
Me. The marketing organization 
will assist the corporation in all 
phases of sales work, especially 
in the selection of sales repre- 
sentatives, 

Manufacturers’ agents who are 
interested in representing this 
manufacturer in their territories 
are invited to communicate with 
the Federated Sales Service. 





OKONITE CO. NAMES 
UNDERHILL VICE-PRES. 
J. D. Underhill has been made 

vice-president of the Okonite 
Co., Okonite Callender Co., and 
Hazard Insulated Wire Works. 
Until recently, Mr. Underhill was 
sales manager. His headquar- 
ters are 510 Fifth Ave., New 
York City. 
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WHAT 
EVERY MERCHANT 
SHOULD KNOW 


A regular giant among advertising mediums 
is The American Weekly. This Mighty Mag- 
azine is bigger in size—bigger in circulation— 
bigger in selling power than any other na- 


tional publication. It delivers the advertising 


\ 


published in its interesting pages to twice 
as many families—and it concentrates in 
the richest retail markets where most of the 
buying is done. You’re fortunate when the 
goods you stock are advertised in The 
American Weekly. It means more sales— 
more profits for you if you feature them in 
your windows, on your counters, in your 


advertising. 














The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed through 17 
great Hearst Sunday Newspapers. In 597 of America’s 995 towns and cities of 10,000 popula- 
tion and over, The American Weekly concentrates 67% of its circulation. 


In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 


... and, in addition, more than 1,885,000 families in thousands of other communities, large 
and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 





Greatest 
Circulation 
in the World 
Oo OM Mh [eS s ie ae SmaI eS! 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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At the May meeting of the 


Central New York Hardware As- 
sociation in Cazenovia, N. Y., 
Wilmer Cordes, advertising man- 
ager, The American Steel & Wire 
Co., Chicago, was the principal 
speaker. He dealt with the im- 
portance of taking full advantage 
of sales opportunities available 
to every hardware merchant and 
cited many instances of inde- 
pendent dealers winning farm 
and town trade away from chain 
and mail order competitors. Mr. 
Cordes stressed the need of out- 
side selling on a consistent basis 
and told the dealer group to re- 
mind consumers that local stores 
support towns, pay taxes, spend 
their money locally, support 
schools and make villages and 
town desirable places to live and 
work whereas chains and mail 
order firms take their profits out 
of town and do not benefit the 
local situation. He pictured an 
imaginary town without local 
stores, theatres, schools and the 
other facilities which make life 
pleasant and urged dealers to 
bring this thought to as many 
consumers as possible in their 
daily work. The speaker also ex- 
plained the large market possibil- 
ities for farm fence and other 
equipment needed in all parts 
of the country and suggested sell- 
ing campaigns to develop such 
trade. He was introduced by 
John B. Foley, secretary-manager 
of the New York State Retail 


Hardware Association. 


R. K. CARTER & CO. 
CELEBRATES 65 YEARS 


R. K. Carter & Co., New York 
City, are celebrating their sixty- 
fifth anniversary. The organiza- 
tion is engaged in buying hard- 
ware, electrical, mining, mill, 
railway and plumbers’ supplies 
for wholesale hardware distrib- 
utors, 

Alfred C. Greening, president, 
began his career with Stollberg, 
Clapp & Briggs—now the Stoll- 
berg Hardware & Paint Co., To- 
ledo hardware wholesalers. He 
has been with the Carter com- 
pany since 1893, has served as 
secretary and treasurer and has 
been at the head of the company 
since 1904. 

William B. Paulscraft, vice- 
president, served for more than 
a decade with Sargent & Co., 
then was assistant manager of 
the Hardware Buyers Association. 
With Carter & Co., he has trav- 
eled considerably and has also 
been in charge of the Pittsburgh 
office. 

Benjamin F. 


Harrison, trea- 


54 





Cordes Talks Selling to Central N. Y. Group 








| 


| 
| 





surer, formerly was in banking 
in New York City and was in 
the auditing department of Amer- 
ican Axe & Tool Co. 

Ellis R. Northrup, according 
to a recent announcement, has 
been added to the Carter or- 
ganizations as sales representa- 
tive. 


HARDWARE CLERKS 
TO ORGANIZE 


Hardware & Plumbing Clerks’ 
Union 1051 held an open meet- 
ing for organization purposes at 
the Wells Memorial building, 
Boston, Mass., May 27. Plans 





for bettering conditions of work- 
ers were discussed. 

John J. Donahue, secretary of 
the Retail Cigar Clerks’ Union, | 
explained the benefits derived by | 
the members of his organization 
in the six months that have 
passed since the local was char- 
tered by the American Federa- | 
tion of Labor. Other scheduled 
speakers were Harry P. Grages, 
secretary of the Boston Central 
Labor Union; Robert J. Watt, 
secretary of the Massachusetts 
State Federation of Labor, and 
Senator James P. Meehan of 
Lawrence, chairman of the joint 
committee on labor and secretary 
of the Massachusetts State Build- 
ing Trades Council. 





73 BIRTHDAY OF MAKERS | 
OF “FALLS CITY” LINE | 


Stratton & Terstegge Co.. 
Louisville, Ky., manufacturer of 
the Falls River line of minnow 


buckets and tackle boxes, re- 
cently celebrated its  seventy- 
third anniversary. The firm, 


which was established in 1862, 
during the Civil War period, has 
steadily grown to prominence in 
its field through quality produc- 
tion and the resulting expansion 
of its markets. 

Charles F. Atkinson, advertis- 
ing manager, says the principles 
that have guided the firm 
throughout its history have been 
largely responsible for its suc- 
Its plant is equipped with 
modern machinery to provide the 
ultimate consumer, the _fisher- 
man, with quality products. Falls 
City items are carefully inspected 
at each point of construction be- 
fore they are passed on to the 
trade and the consumer. Stratton 
& Terstegge feel that the line is 
styled to meet the requirements 


cess. 





of every fisherman. 


PAINT AND VARNISH 
BOOKLETS AVAILABLE 


The paint and varnish sec- 
tions of the Paint, Varnish and 
Lacquer Catechism are now 
available in pocket-size booklet 
form. G. B. Heckel, the author, 
states that the purpose of these 
booklets is to explain in simple 
language the raw materials and 
products of the industry and 
their uses, so that the untech- 
nical man in the plant and of- 
fice, or salesman on the road as 
well as in the store, may obtain 
a better understanding of the 
products he uses or sells. 

Each booklet contains ques- 
tions and answers relative tc the 
paint and varnish industries. 
Terse and simple definitions are 
given. Such questions as, “How 
Does Paint Fail? What is Creo- 
sote Oil? What is Barium Sul- 
phate or Barytes? What is the 
Purpose of Varnish? What are 
Synthetic Resins? and What are 
Amberols?” are asked and an- 
swered. As a guide for quick 
reference some rear pages are 
devoted to an alphabetical index. 

Copies of these paint and var- 
nish sections can be obtained for 
twenty-five cents per copy from 
G. B. Heckel, editor of Drugs, 
Oils and Paints, 901 Cunard 
Bldg., 220 South 16th St., Phila- 
delphia, Pa. 





CODES DISCUSSED AT 
JERSEY GROUP MEETING 

At a combined meeting of the 
North Jersey and Jersey Shore 
Hardware Associations, held 
May 14, at the Colonia Country 
Club, Rahway, N. J., 65 were 
present to listen to an address 
by W. Glenn Pearce, secretary of 
PASHA. The meeting was called 
to order by President Romaine 


and then turned over to Mr. 
Pearce. 
Mr. Pearce showed the mo- 


tion picture, “Forward America,” 
which disclosed how chain stores 
have proved to be a menace to 
the independent merchant in the 
past and would continue to be a 
menace if they were not com- 
batted by independents. 

Mr. Pearce then spoke on the 
subject of codes. He explained 
how the continuance of retail 
codes would be detrimental to 
retailers in general and asked 
that the associations join the 
fight to have codes terminated. 

A motion was duly made and 
carried to send telegrams to 
New Jersey senators protesting 
against codes. Each member 
present was asked to get out a 
petition, signed by as many re- 
tailers as possible, opposing code 
continuance. The petitions in 
turn will be presented to NRA 
by the National Retail Hard- 
ware Association. 

















FRANK J. FREY 


FRANK J. FREY HEADS 
GEUDER, PAESCHKE CO. 


Frank J. Frey was recently 
elected president of Geuder, 
Paeschke & Frey Co., Milwau- 
kee, Wis., to succeed the late 
Charles A. Paeschke. 

Mr. Frey has been with the 
company for over 52 years, first 
as secretary and treasurer and 
then as vice-president and treas- 
urer. 


SIMPLIFIED PRACTICE 
R48 REAFFIRMED 


The division of simplified prac- 
tice of the National Bureau of 
Standards has announced that 
Simplified Practice Recommenda- 
tion R48, Shovels, Spades and 
Scoops, has again been reaffirmed 
without change by the standing 
committee of the industry. 

This simplification program, 
which establishes a schedule of 
grades, finishes, and multiples 
and sizes of shovels, spades and 
scoops, was originally effective 
July 1, 1926. The recommenda- 
tion was revised and reissued in 
1927 and reaffirmed without 
change in 1928, 1931 and 1932. 

Copies of the recommendation 
may be obtained from the Su- 
perintendent of Documents, Gov- 
ernment Printing Office, Wash- 
ington, D. C., at five cents each. 


JOBBERS NAMED FOR 
UNION TWIST DRILL 


Frederick W. Johnson, manu- 
facturers’ agent of Salt Lake 
City, announces the following re- 
cent additions to list of jobber 
distributors of products of Union 
Twist Drill Co., Athol, Mass.: 
Montana Hardware Co., Butte, 
Mont., and Briggs-Kurtz Hard- 
ware Co., Grand Junction, Colo. 
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GREE UNIVERSAL DISPLAY 


TABLE STAND 


BEAUTIFUL GRAINED WALNUT FINISH 





- E6626 Percolator 
- E621 Chafing Dish 
« E672 Oven Toaster 









ITEMS SHOWN 
ON STAND 
SIZE OF 
- E69384 Waffle Maker STAND 
- E6612 Toaster . ° 
- E6616 Electrovac Dest “— 
* E6360 Sandwich Toaster Height 31 in, 





STAND No. 81 


This display stand is given FREE with an order for six pieces of UNIVERSAL 
Quality Appliances, Beaumonde Pattern, as illustrated above, totaling $30.00 or 
more net. The items shown above are recommended as a popular assortment 
but any item of equal value in this list may be substituted for the chafing dish. 





LANDERS, FRARY & CLARK  .*. _—_New Britain, Connecticut 
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SEEK EXCLUSIVE LINES 
FOR OVERSEAS TRADE 


At the request of its overseas 
branches and representatives, the 
American Steel Export Co., 347 
Madison Ave., New York City, 
is now arranging to serve as the 
exclusive export representative 
for manufacturers of hardware, 
tools, farming implements, and 
related products. Manufacturers 
interested in export representa- 
tion through the company are 
invited to communicate with John 
I. Whyte of the company’s Spe- 
cialty Division. 

The firm is now acting as ex- 
port distributors for Philco radios 
and tubes, Universal Sound 
Equipment, Peco Tire Machines, 
Silent Glow Oil Burners, and 





many other lines. They operate 
their own sales offices or main- | 
tain resident salesmen in all the | 
principal foreign countries. It | 
demonstrated its confidence in | 
the export outlook by sending | 
five of its executives abroad in 
the single month of January. 


| the 


KELLY-DUNCAN TO | 
REPRESENT ROCK ISLAND | 


H. R. Butts, president of Rock | 
Island Mfg. Co., Rock Island, | 
Ill., recently appointed Kelly- | 
Duncan Co., Los Angeles, Cal., | 
as their sales representatives on 
the Pacific Coast. 

Kelly-Duncan Co. specialize in | 
representing tool lines and the 
addition of the Rock Island vise | 
line gives them a wider scope. 
The Rock Island Mfg. Co. makes | 
a line of numbers including vises | 
for home, garage, machinist, 
wood workers, pipe fitters and 
their special farmers’ vises, a 
combination vise and anvil. Kelly- | 
Duncan are carrying warehouse 





ble drought.” 





The Mid-West Smiles 


The following letter from a Hardware Age 
reader, and an occasional contributor, comes as 
we go to press. It is a joyous bit of news: 


“You'll be glad, I know, to learn that we are having 
rain at last, and lots of it. Last year at this time we 
were burning up. And at night when we would go to 
our cots in the yard (everybody slept in the yard for 
you could no more sleep in the house than you could 
sleep in an oven) I would lie there and look up at the 
heavens and wonder (and I say this reverently) I won- 
der if indeed the Almighty has forgotten us. 

“But now we have rain and you should see the rejoic- 
ing. We have grass and WATER and wonderful pros- 
pects for crops. Nobody can ever know just what 
WATER means until they have gone through a terri- 


Elizabeth Tuttle. 
Chariton, Iowa 


C. ERNEST GREENWOOD 
WITH FHA 


C. Ernest Greenwood, commer- 
cial director of Edison Electric 
Institute, New York City, has 
recently been named as assistant 
to the Director of the Industries 
Division, Federal Housing Ad- 
ministration, to represent the 
electric utilities. 











company’s annual fixed charges 
will be reduced from $537,205 
to $335,830. Trade and general 
creditors will not be affected by 


the plan. 


W. B. Holton, Jr., chairman of 
executive committee and 
treasurer, states that “if earnings 
continue at the rate prevailing 
for the past 18 months, the man- 
agement is confident that the 
company will be able to meet its 
new interest requirements and 
under the plan will have no 
maturities on its funded debt for 
20 years.” 

Walworth Co. has appointed a 
committee on reorganization to 
cooperate with the bond and de- 
benture holders’ committees in 
seeking to obtain acceptance of 
the plan. Its members are: 
Edgar C. Rust, chairman; 


| Howard Coonley, W. B. Holton, 


Jr., and Walworth Pierce. 


athe of the tue bs beth Bes | CHARLES HUFF CONDUCTS 


Francisco and Los Angeles. 


| Philadelphia 
| Association, is 
| Branchtown, a part of Philadel- 


WALWORTH COMPANY 
PLANS TO REORGANIZE 


Walworth Co., Boston, Mass., 
manufacturers of valves, tools, 
pipe fittings and wrenches, with 
plants in South Boston, Illinois 
and Pennsylvania, recently filed 
petition for authority to reorgan- 
ize under Section 77-B of the 
Bankruptcy Act. The company 
states it is not insolvent but is un- 
able to meet its debts, and de- 
sires to effect a plan for reorgan- 
ization. The petition was filed 
by authority of a vote of direc- 
tors. The firm which is a $22,- 
000,000 Massachusetts corpora- 
tion, has 4200 employees. 

Under the proposed plan the | 
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100-YEAR-OLD STORE 


Charles Huff, treasurer of the 
Retail Hardware 
in business in 


phia, but which was once a vil- 
lage outside the old city limits. 
His store is on Old York Road, 
one of the oldest highways in 
America. His place has been a 
store since 1818 or thereabouts, 
and was formerly one of the old- 
time “General Stores.” It ulti- 
mately became a hardware and 
housefurnishing store, which is 
what the Huffs now conduct. 
Signs on the store building and 
on various other place thereabouts 
speak of “Huff’s General Store.” 
The Huffs have been there about 
20 years, but the old store goes 
back through their various prede- 





cessors into the historic past of 
old Branchtown and Philadel- 
phia. 


McGRAW ELECTRIC 
ADVANCES O’BRIEN 


William E. O’Brien, who has 
represented the McGraw Electric 
Co., Waters-Genter Division, in 
Philadelphia and surrounding ter- 
ritory since January 1, 1934, has 
been appointed assistant sales 
manager, and will join K. C. 
Gifford, sales manager, in Minne- 
apolis, June 1. 


MARSHALL-WELLS CO. 
NAMES N. Y. AGENT 


The Marshall-Wells Co., hard- 
ware distributors of Duluth, 
Minn., have appointed J. A. Beer, 
15 E. 26th St., New York City, as 
their New York representative in 
order to more conveniently con- 
tact eastern manufacturers. 

Marshall-Wells are distributors 
of hardware and allied lines with 
their main office at Duluth and 
branches at Minneapolis, Billings, 
Spokane and Portland. 


HARRY O. AMES JOINS 
RAWLPLUG SALES FORCE 


Harry O. Ames formerly with 
Crane Co. has recently joined the 
sales force of the Rawlplug Co., 
Inc., General Office and U. S. 
Plant, New York City, manufac- 
turers of the Rawl-line of anchor- 
ing devices. Mr. Ames will have 
charge of the Oklahoma territory 
and will be located at 1028 N.W. 
12th St., Oklahoma City. 








Cc. E. GREENWOOD 


Mr. Greenwood served as chair- 
man of the Merchandising De- 
partment of the “Joint Commit- 
tee for Business Development” 
following the depression of 1921. 
For several years he was mer- 
chandising manager of the Boston 
Edison Co. before his appoint- 
ment in the Institute. He orig- 
inated, in Boston, one of the first 
Cooperative Merchandising Plans 
with dealers, and as chairman of 
the National Merchandising Com- 
mittee of the utilities brought 
together the non-electrical trades 
for the first time nationally to 
discuss cooperative measures for 
electrical appliance distribution. 

Mr. Greenwood is devising 
plans for utility cooperation in 
home modernization. He still con- 
tinues his position with Edison 
Electric Institute. 





HARDWARE SQUARE CLUB 
HOLDS SHORE DINNER 


About 375 members of the 
New York Hardware Square 
Club and their friends attended 
the annual shore dinner of the 
organization at the Marine and 
Field Club, Brooklyn, on May 
23. Ideal weather conditions pre- 
vailed, insuring a _ successful 
party, and the secretary, Ralph 
S. Allen, handled the arrange- 
ments in a manner that contrib- 
uted much to the satisfaction of 
everyone. 

The entertainment, consisting 
of orchestra music, revues, dances 
and other novelties, was under 
the direction of George Kohl- 
meier, himself of the hardware 
fraternity. 
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The ease with which Barrett Shingles can be laid right over the old roof appeals 
strongly to home-owners who dread the inconvenience of an ordinary reshingling job. 
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A ROOF LIKE THIS sells many others 


Every good-looking Barrett Shingle Roof you sell makes a lasting adver- 
tisement for your business. 

People like to know how Barrett Shingles actually look on a house. 
A folder of photographs of Barrett-roofed houses in your town, or a list of 
such houses for your customer to inspect at his leisure, makes good sales 
material. 

Point out that besides being colorful and enduring, a Barrett Roof is fire- 
safe and soundly economical in first cost as well as in cost per year of service. 

Then play your trump card—the Barrett Monthly Payment Plan. No 
money down and three years to pay. If you are not familiar with this sure- 
fire business-builder, send for the booklet at the right, or ask our represen- 


tative to call and explain in detail just how the plan works. 

















This booklet describes the Barrett Monthly Pay- 
ment Plan in detail 
easy-working it is. Write or wire for your copy. 





shows you how simple and 


THE BARRETT COMPANY, 40 RECTOR STREET, NEW YORK, N. Y. 


2800 So. Sacramento Avenue, Chicago, Illinois *« Birmingham, Alabama 
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BRIEF ITEMS OF INTEREST TO THE HARDWARE TRADE 








CALIFORNIA 

The Bakersfield Hardware Co., 
2015 Chester Ave., Bakersfield, 
Cal., has been enlarged to ac- 
commodate a large new stock. 
The sporting goods department 
has been increased and athletic 
supplies of all kinds stocked. 

Palace Hardware Co., San 
Francisco, Cal., has discontinued 
its houseware and sporting goods 
departments, and with a re-ar- 
ranged store, will sell only shelf 
hardware. 

CONNECTICUT 

The Frankel Hardware store, 
4 Maple St., Ansonia, Conn., re- 
cently reopened with a complete 
new stock. 

ILLINOIS 

The Ogelsby & Augenstein 
Hardware store, Vandalia, IIl., 
was opened April 27. Leonard 
Ogelsby and Ivan Augenstein, 
both of Vandalia, will operate 
the store. 


INDIANA 
The Washington Hardware has 
been reopened at 4410 West Na- 
tional Rd., Indianapolis, after 
a lapse of time in which the 
stock was used to open another 
hardware store. 


R. E. Fox & Son are opening a 
hardware and implement depart- 
ment in their store in Markle, 
Ind. 

IOWA 

Alex Wumsch, Dumont, Iowa, 

recently opened a hardware store 


in the Sniffen Bldg., Bristow, 
Towa. 

Bidne Hardware, Northwood, 
Iowa, recently had a_ formal 


opening at its new location, Web- 
lemoe Bldg. 


KANSAS 

The Tyler Hardware Co., Co- 
lumbus, Kan., recently celebrated 
the opening of its new site with 
special demonstrations by fac- 
tory representatives and a cook- 
ing exhibit by The Coleman 
Lamp & Stove Co., Wichita, Kan. 

C. B. Brokenicky, recently 
opened a hardware store at Blue 
Rapids, Kan., northwest corner 
of the Square. 


KENTUCKY 
Creech Brothers Hardware Co., 
Pineville, Ky., recently incorpo- 
rated with a capital stock of 
$20,000 by Lee S. Creech, Delta 
Creech, Clyde F. Creech, Sudie 
Creech and Seretta Creech. 
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MICHIGAN 
The Grand Rapids Paint and 
Enamel Co., Grand Rapids, 
Mich., have recently opened a 
newly constructed two-story 
brick paint and wallpaper store 
at the Godfrey Ave. plant. 


Koo Kloester, proprietor, Ells- 
worth Hardware store, Ellsworth, 
Mich., has purchased an interest 
in the Vanderark & Co. general 
store that he sold 14 years ago. 
The new store will be known as 
Kloester & Vanderark. 


Frazer Paint Co., Detroit, 
Mich., has opened a new ware- 
house sales room at 1140 W. 
Grand Blvd., to provide addi- 
tional sales outlet for Frazer 
paints manufactured at the com- 
pany’s factory, 2475 Hubbard 
Ave. 

Shaefer Hardware Co., Ypsi- 
lanti, Mich., have appointed Carl 
Furtney as manager of their 
Huron St. store. 


G. Edward Mills has pur- 
chased a half interest from Clar- 
ence Runner in the Clarence 
Runner Hardware Co., Buchan- 
an, Mich. 

The C. O. Hudson Cutlery Co., 
Howard City, Mich., recently or- 
ganized, has purchased a build- 
ing there and is making exten- 
sive alterations prior to begin- 
ning the manufacture of butch- 
ers’ knives, cleavers, steels, par- 
ing knives, hunting knives, ete. 


The Meyer Hardware Co., Pe- 
toskey, Mich., has recently pur- 
chased the complete stock of the 
Petoskey Produce Co., consisting 
of seeds, fertilizers, plow repairs, 
and farm machinery. 


The Capital City Glass Works, 
Inc., 433 River St., Lansing, 
Mich., has been incorporated 
with a capital stock of $2,400 to 
deal in glass and do glazing. 


John S. Carlton, Milwaukee, 
Wis., has come to Sault Ste. 
Marie, Mich., to accept a posi- 
tion with the Gowan Hardware 
Co. 


In the course of remodeling 
its store, the Hannah & Lay 
Hardware Co., Traverse, Mich., 
is opening a new department in 
the basement devoted entirely to 
household equipment and ap- 
pliances. 





MINNESOTA 
The Raymer Hardware Co., 
58 E. 6th St., St. Paul, Minn., 
has added an electrical refrig- 
eration department in its store. 





NEW JERSEY. 

The Mattison Hardware Co., 
Newark, N. J., is remodeling its 
store and will occupy the north 
portion of the lower floor for 
retail hardware. The wholesale 
jobbing department occupies the 
second floor. 

Pearl White Paint Co. leased 
a unit at the former Nickelsburg 
leather plant, Route 25 and Lin- 
coln Highway, Newark, N. J. 

Smalley’s, Inc., recently opened 
a store at 241 West Front St., 
Plainfield, N. J. 

Dan Glick has purchased the 
Huff Hardware Co., Morris Ave., 
Springfield, N. J., from Charles 
Huff, who will devote his time 
to other interests. Mr. Glick, 
who has been associated with his 
father in the Murray Hill Hard- 
ware Co., 668 Third Ave., New 
York City, will operate the store 
as the Springfield Hardware Co. 





NEW YORK 

John T. Fix, for many years 
manager of the hardware store 
of Cornell Bros., Tuckahoe, N. Y., 
retail hardware dealers, and 
Stanley D. Mercer have bought 
the controlling interest in the 
Cornell business from Bailey J. 
Cornell. Mr. Fix, who was pre- 
viously treasurer as well as man- 
ager of the firm, is now president 
and treasurer and Mr. Mercer is 
vice-president. Mrs. Pearl Her- 
furth continues as secretary of 
the corporation. New lines are 
being added. 

James Weiss, proprietor of 
Weiss Hardware, Main St., Dun- 
kirk, N. Y., is remodeling a store 
at Forestville, N. Y., where he 
will open a hardware store. Irv- 
ing Weiss, brother, will operate 
the new store. 

Bennett Hardware Co. store, 
Oophoudt Bldg., Main St., Cort- 
land, N. Y., was recently de- 
stroyed by fire. 


National Lead Co., makers of 
Dutch Boy white lead, recently 
opened a plant at 2015 Rich- 
mond Terrace, Port Richmond, 
me %. 

NORTH DAKOTA 

A. W. Johnson, associated with 

Carlisle and Bristol, Inc., 67 





Broadway, Fargo, N. D., has 
been named vice-president of 
that concern by the board of 
directors. F. J. Carlisle was re- 
elected president and F. A. Bris- 
tol renamed secretary and treas- 
urer. 


OHIO 
Sparks’ Hardware & Plumbing 
Co., Loveland, Ohio, recently 
held a formal opening for its 
new retail division. 





OKLAHOMA 
Clark-Darland, Tulsa, Okla., 
have added 6,000 sq. ft. of floor 
space and will install additional 
stock. 





SOUTH CAROLINA 
Frank Lominack, Newberry, 
S. C., recently completed re- 
building his hardware _ store, 
which was practically destroyed 
by fire and dynamite in an ex- 
plosion. 


TENNESSEE 
Charles W. Bull recently had 
a formal opening of his new 
Cash Hardware and Supply Co., 
Wall Ave. and Walnut St., Knox- 
ville, Tenn. 





TEXAS 
Glidden Co., Houston, Tex., 
one of Houston’s oldest paint 
concerns has added 10,000 sq. ft. 
of floor space to its store at Cap- 
itol Ave. and Travis St. 





WISCONSIN 
Ermon Cass, formerly of the 
Smith Hardware Co., Viroqua, 
Wis., recently bought an interest 
in the Sauer Hardware Co., Viro- 
qua, Wis. 


The Freihube Hardware Co. 
has moved one door west of its 
old location at 3825 West North 
Ave., Milwaukee, Wis. 


G. A. Butter Co., Milwaukee, 
Wis., retail hardware firm estab- 
lished by Gustave A. Butter in 
1872, has enlarged its store to 
include an additional 1600 square 
feet of display space on the cor- 
ner of S. Thirteenth and W. For- 


est Home Ave. 


Burglars obtained $800 to 
$1,000 worth of loot from the 
Madison Hardware Co., Madison, 
Wis. About 50 dozen Winchester 
pocket knives, four cases of 
clocks and 100 cartons of razor 
blades were stolen. 
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A NEW MODERN 
KEROSENE MANTLE LAMP 
ANNOUNCED by COLEMAN 


HE new Coleman Kerosene Mantle = 

Lamp has what it takes to sell, plus — — 
what it takes to keep it sold. It has =— — 
beauty and style in appearance. Its ae 
fine, dependable lighting service has ae 
been tested and proved in actual oe 
field performance. . 


It has a new type burner con- 
struction which gives more and 
better lighting service from or- 
dinary kerosene fuel, at a lower 
operating cost. Here’s a worthy 
companion to Coleman’s famous 
line of gasoline lamps, at a price 
within the reach of everybody. 
It has many important features 
that put it in a class by itself. 


Check These 
Advantages with Any 
Other Type of 
Kerosene Lamp: 

















mane arvere,® F 
We 


\ 


al 








vga 








1—It’s a “Live” Light—a pressure light—no slug- 
gish, wick-type flame. 

2—More Light, Better Light— up to 300 candle- 
power brilliance. 

3—Safe—Can’t spill fuel if tipped over; can’t be 
filled while lighted. 

4—No Glass Fuel Founts to Break—Sturdily built 
of heavy gauge brass and metal for safety and 
long life. 

5—Inexpensive Mantles—Coleman quality mantles; 
cost only 5c to 8c each, in pairs. 


MODEL 
No. 129 
Retail Price 
$6.75 


Complete 
with Pyrex 
Glass Globe 


6—Clean—no greasy wicks to trim. No sooty chim- and 
neys to wash. D tive 

7—No Crawling Flame. Always a steady, pure- ieee 
white brilliance. Shade 


8—Economical—Plenty of eye-saving light for 1c 
a night; 50 hours of service per gallon of fuel. 
Burns 4% kerosene and 96% air. 

9—Modern In Design—New Style and Beauty, new 
Indian Bronze finish and an unusually fine 
quality parchment shade. 

10—Guaranteed by Coleman, the pioneer maker 
of pressure lighting appliances. 


Patent No. 1973184 





DEALERS: Plan now to sell a Coleman Lamp to 
every home. Your Coleman jobber (there’s always 
one near you) will supply your early stock on liberal advance dating. Our strong advertising program 
will start customers coming to dealer’s stores. Be ready to tie up with it with snappy, attractive displays. 
Make your customers happy with the new Coleman Kerosene Mantle Lamp. 


THE COLEMAN LAMP AND STOVE COMPANY 


GENERAL OFFICES: Wichita, Kansas BRANCHES: Philadelphia, Chicago, Los Angeles, Toronto - 
(QD-45) 
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FRANK B. PECK 


Frank B. Peck, 64, who has 
been president, The Frank B. 
Peck Co., Hornell, N. Y., since 
it was started 35 years ago, died 
May 23 at the Clifton Springs 
Sanitarium of a heart affliction. 
He had been ill for a month and 
a patient at the sanitarium for 
about two weeks. 

Mr. Peck’s first business ven- 
ture in Hornell was the establish- 
ment of a carriage and harness 
store on Main St. In 1907 he 
incorporated the concern and 
with the advent of the automo- 
bile, Mr. Peck became a dealer, 
and in 1921 organized the Peck 
Motor Sales. 

About 32 years ago, Mr. Peck 
purchased the hardware business 
of Edward J. Davis on Main St., 
and in 1906 incorporated the con- 
cern as the F. B. Peck Co. In 
addition to the two establish- 
ments in that city, he was also 
active in the operation of the 
wholesale hardware of Peck & 
Mack Co., New York City and 
the Avoca firm of Peck-Milsom 
Co. At one time stores were op- 
erated by Mr. Peck in Provi- 
dence, R. I., Kane, Pa., Dunkirk, 
Newburgh, Troy and Buffalo, 
N. Y. 

Mrs. Peck and a daughter sur- 
vive. 


LUTHER WILSON McNUTT 


Luther Wilson McNutt, 77, 
retired hardware merchant, died 
at Fort Sanders Hospital, Knox- 
ville, Tenn., May 24. He was 
formerly in the hardware busi- 
ness with S. B. Luttrell, and later 
was associated with W. W. Wood- 
ruff Hardware Co. of that city. 
One son, Elliott McNutt, survives. 


J. S. BRASWELL 


J. S. Braswell, 68, retired 
hardware merchant and formerly 
postmaster at Murfreesboro, 
Tenn,. died suddenly at his home 
there May 24 following a heart 
attack. Mr. Braswell entered the 
hardware business with the late 
William A. Vick 27 years ago. 
Later he was connected with the 
Belknap Hardware & Mfg. Co. 
as representative of that firm for 
about 20 years. Shortly after Mr. 
Braswell retired from that posi- 
tion he organized the hardware 
firm of Braswell & Mullins and 
was active in its management 
until his retirement about four 
years ago. 

Mrs. Braswell, four sons and 
two daughters survive. 
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GEORGE H. HILDEBRANDT 


George H. Hildebrandt, At- 
lanta, Ga., district manager of 
The Stanley Rule & Level Plant, 
New Britain, Conn., died sudden- 
ly at the Mill Supply Convention, 
Pinehurst, N. C., on May 16. 
He was 38 years old. Death was 
caused by a heart ailment which 





GEO. H. HILDEBRANDT 


had been causing Mr. Hilde- 
brandt considerable distress for 
two or three days. Mrs. Hilde- 
brandt and a daughter survive. 
His parents are both alive. His 
father, George Hildebrandt, is 
secretary, American Hardware 
Corp., New Britain, Conn. Mr. 
Hildebrandt’s sudden death in 
the lobby of the Carolina Hotel 
on Thursday morning was a great 
shock to his many friends at the 
convention among whom he was 
an outstanding and much respect- 


ed friend. 


JOHN S. RUSH 


John S. Rush, 78, retired hard- 
ware merchant of Dodge City, 
Kansas, recently passed away 
following an illness of several 
months. Two brothers survive. 





HENRY DIEBEL 


Henry Diebel, 67, hardware 
man of Bronson, Mich., for 47 
years, died at his home there re- 
cently. Born in Cleveland, Ohio, 
in 1868, he became the owner of 
a hardware store first in 1898. 
Since 1912 he was located in 
Bronson. 


ALFRED W. WALTON, SR. 
Alfred W. Walton, Sr., 71, 


hardware merchant, 109 Broad- 
way, Camden, N. J., died at his 
home in Camden, April 28. A 
resident of Camden for 35 years, 
he was a hardware merchant for 
25 years. He is survived by two 
sons, Alfred W., Jr., and Harold, 


OBITUARY 











both associated with him in his 
business. 


ANSON S. BURWELL 


Anson S. Burwell, 85, presi- 
dent of the Seattle Hardware 
Co., died recently at his home, 
709-14 Ave. N., Seattle, Wash., after 
an illness of several months. He 
was a business leader in Seattle 
since 1884 and one of the incor- 
porators of the Seattle Hardware 
Co. in 1885. Mr. Burwell was 
its vice-president and manager 
until 1924 when he became its 
president. He is survived by 
two daughters and a son, Fred- 
erick A. Burwell. 





FRANK D. GRUNDER 


Frank D. Grunder, 67, sales 
manager of the tube department 
of Jones & Laughlin Steel Corp., 
died recently at his home, 6347 
Morrowfield Ave., Pittsburgh, Pa. 





FREDERICK E. KOHLER 
Frederick E. Kohler, identified 
with the hardware trade for fifty 
years, died at his home in Can- 
ton, Ohio, May 21. His passing 





marks the end of a pioneer in 
the hardware specialty field. 

The F. E. Kohler Co., of which 
firm he was active head for over 
fifty years, forged ahead steadily 
under his able direction. In the 
fall of 1931 he sold his interests 
to the C-K-R Co. 


JAMES M. SULLIVAN 


James M. Sullivan, 52, asso- 
ciated with the Sullivan Hard- 
ware Co., Anderson, S. C., as re- 
tail department manager, until 
forced to retire from active busi- 
ness three years ago, died May 
4, at his home in Anderson, after 
an illness of several months. He 
is survived by Mrs. Sullivan and 
three sons. 





EMIL BOMMER 


Emil Bommer, founder of the 
Bommer Spring Hinge Co., 263 
Classon Ave., Brooklyn, N. Y.., 
died recently at his home there 
after a protracted illness. 

In his youth he was a success- 
ful commercial artist and one of 





EMIL BOMMER 


the first to use color-lithography 
on stone. During this period he 
was a patron of Cooper Union, 
where he taught perspective. 

On July 5, 1908, Mr. Bommer 
founded and maintained with in- 
structors the Emil Bommer Play- 
ground Foundation, free play- 
ground for children in Brooklyn. 
Mr. Bommer was also a director 
and member of the Up-and-In 
Hotel and of the Brooklyn Gar- 
den Apartments to improve hous- 
ing conditions for the poor. 

Surviving are his wife, two 
daughters; a brother, William 
Bommer; a sister and a grand- 
son, Emil Leopold Froelich. 


NELSON S. TOBEY 


Nelson S. Tobey, 35, vice- 
president, Barber & Ross, hard- 
ware firm, died at his home, 3733 
Massachusetts Ave., Washington, 
D. C. Mrs. Mary Wagner Tobey, 


his widow, survives. 


GEORGE ZINK 


George Zink, employee of Al- 
exander Grant’s Sons, Inc., Syra- 
cuse, N. Y., hardware store for 
57 years, died recently at his 
home there. He became associ- 
ated with the store when he was 
16 years old and was a buyer for 
the company many years, retir- 
ing three years ago. Mrs. Zink, 
a son, and a daughter survive. 
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USH is the order when repairs are made on 
lines of the New York Steam Corporation 
beneath the busy traffic of Fifth Avenue and 
52d Street. So to Thomas Burke, workman, who 
was using Wood’s new CLOsED-BaAck Shovel on 
this rush job, Wood investigators put this 
question: “How do youlike thisimproved shovel?” 
**We need this shovel’s speed!” said Thomas 
Burke. 
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* says the Workman 








Under actual working conditions Burke quickly 
discovered how the resiliency, better balance, 
lightness and strength of Wood’s new CLosED- 
Back Shovels helped him to finish his tough job 
quickly. Buyers note the reasons for this effi- 
ciency, appreciate other advantages: 


I. The Closed-Back Shovel combines stress-defying 
one-piece design, the unrivaled strength of the 
heat-treated shank, and an absolutely smooth back. 


No strap welds to pull loose. 


2. The Turned Shoulder strengthens blade, saves 


shoes, makes shoveling easier. 


3. The Tapered Socket gives strength and solidity 
where handle joins blade, fits the hand better. 


4. Heat Treating makes the high-grade steels in 
Wood’s “Moly,” Big Fist, Wood and Stuart grades 


hard, to resist wear and last longer. 


5- Reduced Inventory: The CiosEp-Back Shovel 









supersedes strap weld, solid shank, 


SHOVEL AW 
Kq008 2 700; 
S 


fans 


PIQUA, oM10,US* 


and hollow-back shovels, makes it 






possible tocut your shovel inventory. 








Buyers Beware: Wood’s Engineers invented the 
CLosep - Back Shovel, developed the special welding 
process which fastens the CLosED-BACK strip perma- 
nently without decarbonizing and weakening the blade. 


This is an exclusive Wood process, used on no other shovel. 











Address The Wood Shovel and Tool Co., Piqua, O., U.S.A. 


00 


D'S 
s hovela spades + scoops 


In these famous grades .. .°*Moly”’ (Mo-lyb-den-um) 


su **Big Fist’? sc c- Wood. . « Stasti.«. Plaus 
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ADVANCES BECOMING EFFECTIVE 


Babbitt Metal Solder 

Lead Products Wood Screws J 
Linseed Oil Pig Lead = 
Lamp Cord Slab Zinc 6th 
Sole and Harness Leather Pig Tin 1935 


Competitive Flat Curtain Rods 


Plymouth Ship Brand Lariat Rope 


DECLINES BECOMING EFFECTIVE 
Some Models of Boys’ Wagons 


ADVANCES BEING ANTICIPATED 


Poultry Netting 
Paint Products 
Automobile Tires 


Cut and Wire Tacks 


Quotations on bar solder, wire 
solder, and babbitt metal have been 
raised from day to day by the man- 
ufacturers, closely following the rise 
in metals. Little or no speculative 
buying has been reported, and the 
changes have been reflected prompt- 
ly in distributors’ prices. Lead shot 
prices have made their second re- 
cent advance, on May 27, with a rise 
of 5 cents per 25 pound bag or per 
case, and of 2 cents per five pound 
bag. Two increases of 25 cents per 
100 lbs. each have been made on 
sheet lead and lead pipe. 

* * * 

On sole and harness leather, 
the United States Leather Company 
recently made a further general ad- 
vance of 1 cent per pound. This 
makes the rise from March levels 
5 to 6 cents per pound. Quotations 
on hides are still trending upward, 
and all leather goods prices are 
likely to see further strengthening. 

* * * 

Wood screws were advanced 

25 per cent, to 50 per cent base, 
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Paint Brushes 
Aerial Wire 
Light Staples 


on May 14. This new price will 
probably need several weeks to be- 
come thoroughly established or 
tested, for current contracts will 
likely govern much of, the buying for 
the rest of this quarter. 

* & & 

American Steel and Wire 
Company, with other makers, have 
placed fall terms in effect June 1, 
governing woven wire fence, steel 
posts, gates, stretchers and _ tools. 
Under these terms, prepayment al- 
lowances are as follows: 


4% discount if paid by July 10th 


344% Aug. 10th 
3% 7 < « © Sept. 10th 
24% 7 * “& © Ge. ib 
2% - “ «  * Nov. 10th 
Due net Nov. 30th 


These terms are applicable to orders 
of 500 or more rods of lawn, farm, 
poultry and diamond mesh fence, 
500 or more steel posts, and on ac- 
companying gates. Terms on small- 
er quantities of fencing and posts, 
and on any quantity of nails, staples, 
barbed wire and smooth wire, are 


“regular,” namely, 60 days net, or 

2 per cent cash discount if paid 

within 10 days from date of invoice. 
* * * 


Poultry netting makers have 
gone through a very unprofitable 
season, though one of very active 
sales and of good total volume. 
Quotations by some manufacturers 
have been about as low as during 
any recent competitive years, but a 
sharp advance on all grades is short- 
ly expected. 

* & 

Quotations on automobile 
tires at retail are most unsatisfac- 
tory, due to continuing mail order 
attacks on the price structure. As 
some jobbers put it—they “set up 
prices in January to knock them 
down in May,” and the supposedly 
local and limited mail order conces- 
sions which have been put out in 
different areas through the spring 
have now leveled off into an all- 
round low basis which is being ob- 
served by the independents as well 
as by mail order outlets. Costs on 
tires do not at all justify the present 
retail quotitions. However liberal 
the manufacturers’ stocks of mate- 
rials at lower costs may have been 
last fall, they have been rapidly used 
up, and the average cost to all 
makers has been steadily rising. How 
much longer the apparently foolish 
and extreme price-cutting can con- 
tinue is an interesting problem to 
all sellers. 

* * * 

Bicycle business is very good. 
The activity on rental machines has 
started off at a rate fully up to last 
year’s, and, where not interfered 
with by bad weather, has exceeded a 
year ago. Certain jobbers, who have 
simplified and closely priced their 
lines, have reported very remarkable 
increases over any recent year’s 
sales, and there are no signs any- 
where of waning popularity. 

* * * 

Manufacturers of boys’ wag- 
ons decided recently to establish 
their price lists independently, and 
it was for a time feared that an ex- 
tremely low and competitive market 
would result. No such indications 
have developed, although there have 
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NEW KINDo-SEAL 


FOR JAMS.. JELLIES..ETC. 











A Nationwide Smash Hit! 
Amazing Sales Volume—Record 
Breaking Turnover Everywhere! 


RAND new last year and a 

sensation from the start, 
JIFFY-SEALS face the on- 
coming season with even more 
brilliant success definitely as- 
sured. With greatly increased 
national advertising and amaz- 
ing coast-to-coast consumer ac- 
ceptance already firmly estab- 
lished, JIFFY-SEALS cannot 
fail to outsell their incredible 
1934 record by a wide margin. 
Women who tried JIFFY- 
SEALS last year are sure to re- 


JIFFY-SEAL 


A NEW KIND OF SEAL 


peat virtually 100% and they'll 
send their friends in for them, 
too. Besides a striking self- 
selling counter display unit, 
given FREE with each initial 
order, ties you right in with this 
huge and rapidly growing de- 
mand. Assures amazing vol- 
ume and continued repeat busi- 
ness throughout the season. 
WRITE AT ONCE FOR 








FREE sample or order from 
your jobber. 











MOISTEN PRESS DOWN 
CLOPAY CORPORATION Quick as a flash—an air- done. No wax to melt— 
tight seal for any kind of no tops to sterilize—no 
glass or jar. Just 3 easy wrestling with stubborn 


1447 York St., CINCINNATI, O. steps and the trick is screw tops. Worlds cheap- 
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ABW Label Paper Label 


Die Pressed Easily 


Into the Wood Mutilated 


THIS IDEAL METHOD 


OF MARKING IS 
PATENTED BY ABW 


SINCE 


17/4 
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that can’t come off 


ISPLAY is a big factor in successful merchan- 

dising — but shovels that reach the’ Dealer 
with the labels off or torn, will not make an 
attractive display. 
Every ABW Shovel, Spade or Scoop that carries 
the new die pressed marking, reaches the Dealer 
with the Brand Label in perfect condition — ready 
for display. 
This exclusive ABW method of marking is as 
permanent as the handle itself. It is unique and 
attractive, adding greatly to the appearance and 
finish of the shovel. It -is not confined to Factory 
Brands, but is available for Jobber Brands. 


ASK YOUR JOBBER 


Ames BALDWIN WYOMING Co. 
Parkersburg, W. Va. North Easton, Mass. 











Shovel Labels A 


SECURE 
er — faster — easier! No 
wonder JIFFY - SEALS 
sell so amazingly! 
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been mark-downs by some manufac- 
turers on parts of their lines which 
they felt were out of touch with com- 
petition. Sales of wagons and 
velocipedes are picking up rapidly 
as summer comes along, and there 
is a particularly good demand re- 
ported for the better grades of 
velocipedes with pneumatic type 
tires. 
a * * 

The demand for paint brushes 
has been good. Manufacturers are 
not accepting orders at present 
prices for future shipment, indicat- 
ing the strong possibility of higher 
prices for next season. Prices on 
paints and paint materials are 
steady to strong. The high lead mar- 
ket is bound to have its effect. Lin- 
seed oil advanced 114 cents per 
pound on May 17. 


* + * 


Jobbers report the insecticide 
demand has been retarded by a back- 
ward season. Hot weather, when it 
comes along, will stimulate all such 
lines. 

* * * 

Sales of paint, varnish and 
lacquer products, up to April 1, 
based on data reported to the Bu- 
reau of the Census by 586 identical 
establishments, reached $70,749,836, 
compared with $61,409,630 in 1934, 
a fine gain of more than 15 per cent. 

* * * 


Among standard items await- 
ing the usual summer rush of de- 
mand are vacuum bottles and kits, 
of the larger sizes and the better 
qualities. Jobbers find a good de- 
mand for the large size 114-pint 
lunch kit, and sales have been good 
on the new square vacuum bottles. 

* * * 


Inexpensive cameras, field 
glasses and binoculars are finding a 
place in the hardware stores. Deal- 
ers who are trying out these popular 
priced articles report unexpected in- 
terest, ready sales, and a very fair 
addition to their volume and profits. 

* * * 


After a period of very low 
prices on lamp cords, and, in fact, 
on all electrical wires, there have 
been late moves for betterment. The 
most extreme concessions on lamp 
cord have been withdrawn, and there 
is a tendency to support the official 
market. Recovery in price on aerial 
wire is said to be imminent, due to 
the makers’ decision to abandon 
their recent unprofitable schedules. 

*% * + 

Sales of household electrical 
refrigerators in April ran behind the 
same month a year ago, the first 
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month this year to show a decline. 
Total sales were 211,164 units com- 
pared with 213,710 units in April 
last year, a decline of 1.19 per cent. 
February and March this year 
showed 32 per cent increase in sales 
as compared with a year ago, ac- 
cording to figures reported to the 
National Electrical Manufacturers 
Association by 14 manufacturers. Re- 
tail sales for the first quarter show 
an even more favorable comparison 
with the preceding year. For the 
three months ended March 31 sales 
to consumers increased 78.9 per cent 
compared with the first quarter of 
1934 and were 383.1 per cent ahead 
of the corresponding months of 
1933. Prices during the first quarter, 
this year, averaged 8.1 per cent low- 
er than during the same period in 
1934. * * *& 


Retail sales of electrical irons 
have been helped greatly by con- 
certed promotion and advertising 
campaigns in many localities. Vol- 
ume during May in some cities was 
said to be the best for any similar 
promotion period in the last three 
years. Stores selling irons on a 
trade-in basis, under which $1 is 
allowed for the consumer’s old iron, 
report especially good results. 

* * * 

The sale of golf goods has in- 
creased considerably, due, it is said, 
to the fact that most of the indus- 
try’s “distress” merchandise has 
been disposed of and to the game’s 
increasing publicity. Golf manufac- 
turers are behind in their orders. 

* & # 


Dog supplies are in better de- 
mand. Dog days are very near, and 
the use of muzzles, collars and leads 
is increasing in many cities and 
towns, due to laws compelling dog 
owners to use them. ’ 

* & # 

A general advance of about 
10 per cent on competitive flat cur- 
tain rods was placed in effect on 


June | 4 * * * 


Advances in pig lead have oc- 
curred rapidly during the past few 
weeks. Within this period prevail- 
ing prices on pig lead have reflected 
the following changes: April 22, 
3.75; May 13, 3.80; May 14, 3.85; 
May 16, 3.90; May 20, 3.95; May 21, 
4.10, and May 22, 4.25. 


* *& 


Efforts are being made to re- 
cover prices on cut and wire tacks 
and light staples from the very un- 
profitable levels recently reached by 
the manufacturers. A few firms have 
already withdrawn their most ex- 
treme quotations. 








Plymouth Cordage Company 
has issued notice to its jobbing dis- 
tributors, recommending a slightly 
reduced resale basis, at 50 cents per 
pound for all zones, on the Plymouth 
Ship Brand manila yacht lariat rope. 

* * * 

Advancing commodity and se- 
curity prices have helped business 
sentiment somewhat, and have un- 
doubtedly steadied hardware quota- 
tions, along with those on other fin- 
ished goods. Steel scrap has been 
quite strong, and the reaffirmation 
of iron and steel prices for the third 
quarter, about May 20, has removed 
one uncertainty. However, NRA 
last week seems to have received its 
body blow, and until the future of 
all code provisions is settled, buyers 
of iron and steel and other commodi- 
ties will limit purchases to current 
needs. Granting that NRA control 
over prices may be ended, there 
seems little likelihood of serious de- 
clines in steel—perhaps none. The 
industry 1s well organized, and even 
before NRA, it has not in recent 
years let itself be stampeded into 
loose price-cutting. 

* %* * 

It must not be forgotten that, 
while the elimination of price fixing 
under NRA may temporarily bring 
about freer competition and lower 
quotations, inflationary develop- 
ments might soon change this pic- 
ture. Many prices, even in the face 
of slow demand, have held remark- 
ably well, and important economists 
declare that, with the Government 
spending double the amount of its 
revenue, present prices and living 
costs may well double within a few 
years. 

* * # 

There is considerable persis- 
tence in the demand for spring mer- 
chandise in many sections. The late 
season has postponed, by a few 
weeks, the peak selling period on 
such lines as paints, garden tools, 
seeds, and poultry and lawn sup 
plies, but their totals have now pret- 
ty well caught up with, or passed, 
the sales of last spring. Over a large 
part of the country, business is well 
into its summer season, and from 
these sections there is notable com- 
ment as to the great call for lawn 
mowers, scythes and stones, grass 
hooks, dandelion tools, and grass 
shears, where recent rains have 
stimulated grass and weed growth. 
Screens, doors, and wire cloth have 
correspondingly taken a spurt, with 
good gains indicated over last year. 

* * * 

The Government is again buy- 

ing large quantities of axes and 
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IS THE TIME TO DISPLAY T ovco FREEZERS 


IN THE SPRING, FANCY TURNS TO HOME-MADE ICE CREAM 
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‘ Right now, is the time to get out your Conco freezers 
‘ and the new Conco display material, and display it in 
. window and on counter along with the lawn mowers, 


seeds, garden tools, and sprinkling hose. Along with 
the display material and Conco freezers, run your 
first newspaper advertising and let them know you 


If you are one of those few dealers who have not as 
yet put in your spring and summer stock of freezers, 
ask your jobber right away about the Conco complete 
line and Conco sales helps. There's a Conco freezer 
for every purse, and some good feature and promo- 
tional items that will bring freezer prospects into your 















have Conco freezers in all models and sizes for any store. You'll want to find out, too, about the rede- 
family requirement. signed triple-action Penguin . . . it's truly a beauty! 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company ® MENDOTA, ILLINOIS 





EXPORT SALES OFFICE 
201 N. WELLS STREET, CHICAGO, ILLINOIS 

















UNLOADERS, 
FORKS, SLINGS, 
PULLEYS, 
TRACKS, HOOKS, 
AND FIXTURES 


Harvest is approaching. Busy days on the farm are just 
ahead. Fields and meadows give full promise of a splendid 
grass and hay crop this year. ° 









New unloading equipment will be needed. Today is none too early to 
place your specifications for Myers Unloaders, Forks, Slings, Pulleys, 
Tracks and Fixtures. A definite standard of quality so pronouncedly dem- 
onstrated from year to year in excellence of performance has created a 
, preference for MYERS HAY UNLOADING TOOLS that has become an 
out-of-the-ordinary trade asset for Myers dealers. 


Perhaps you are one of the many who has already placed specifications 
with us for 1935. If not, we urge you to do so immediately. 


We anticipate and have provided for a heavy demand during the weeks to 
come, and “re prepared to serve you promptly. Write or wire. 


Tie THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 


PUMPS - - WATER SYSTEMS - - HAY TOOLS - - DOOR HANGERS 
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shovels, with a recent order being 
placed for 46,000 axes and 49,000 


shovels. a 


A survey was conducted by 
De Paul University, Chicago, as 
to “what families want to buy next.” 
The survey covered all sections of 
Chicago, and 5931 persons were in- 
terviewed. The two leading first 
choice items were radios and auto- 
mobiles—the same as in last year’s 
survey except that radios and autos 
changed places. In all, 31.2 per 
cent chose these items—658 for 
radios, 576 for automobiles, with 324 
for rugs, third, and 298 for fur coats, 
fourth. The greatest gain from last 
year was made by oil burners which 
rose from 21st to 6th place. Vacuum 
cleaners reached eighth place. The 
first ten included living room furni- 
ture, electric refrigerators, and bed- 
room furniture. 

* * * 

Late developments in silver, 
aside from their monetary influence, 
are of unique interest to hardware 
dealers in two particulars. The 
President’s order of April 10 in- 
creased the price the government 
will pay for newly-mined silver, 
about 10 per cent, to above 71 cents 
per ounce, compared to a “low” of 
241%4 cents late in 1932. An im- 
mediate effect will be an increase 
in the manufacturers’ costs of ster- 
ling silver and silver-plated wares, 
which may soon influence quotations 
to the trade. Another commodity, 
indirectly affected, is lead, in the 
mining of which, silver has become 
an important by-product. The lead 
industry has been regulating produc- 
tion in a manner to keep its price 
structure fairly firm, but high silver 
prices may tempt an increase in the 
output of lead, with danger of 
weakening its price-level. 

* * _ 

Several hundred extra work- 
ers have been employed at the 
Sherrill, N. Y., plant of Oneida, Ltd., 
manufacturer of silverware, bringing 
total employment to 2200 persons, 
according to a recent announcement 
by P. B. Noyes, president, who said 
the company’s output is the highest 
in its history at this time. Due to 
increased demand for its products, 
the plant has been operating day 
and night shifts, seven days a week, 
with employees working 48 hours a 
week in conforming to code require- 
ments. “Oneida, Ltd., had a great 
growth in business during 1934, but 
1935 should outstrip it in volume by 
a wide margin,” said Mr. Noyes. 
“The increased demand for popular 
lines of silverware is coming from 
all parts of the country.” 
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The national income in 1934 
amounted to 47.6 billion dollars— 
an increase of 13.9 per cent over 
the preceding year’s total, the Na- 
tional Industrial Conference Board 
reported. Per capita income was 
$377, or $44 above 1933. In terms of 
purchasing power the effective in- 
crease was considerably less than in 
dollar volume, because wholesale 
prices rose 13.7 per cent and the 
cost of living 6.1 per cent from 1933 
to 1934. Compared with 1929, when 
the national income reached a peak 
of 83 billions, last year’s income 
showed a decline of 42.7 per cent. 
Wholesale prices were down 21.4 
per cent and the cost of living 20.6 
per cent, placing purchasing power 
about 27 per cent under 1929 levels. 
Per capita income (per worker), in- 
cluding those unemployed, last year 
was $946, or 44.8 per cent below 
1929, and was 30 per cent less in 
purchasing power. 

* * * 


Carlot shipments of manufac- 
tured goods from 16 northeastern 
industrial states for use primarily by 
farmers in 10 southeastern states 
showed an increase of 75.1 per cent 
in the first year after the agricultural 
recovery measures were inaugurated, 
according to results of a study an- 
nounced by the Agricultural Adjust- 
ment Administration. The greatest 
gains were made in shipments of 
farm machinery and implements, 
harness and saddlery, steel fence 
posts, wire and fencing, wagons and 
wagon wheels, tractors and tractor 
parts, beehives and corn cribs manu- 
factured in northeastern industrial 
centers and shipped to the Southeast, 
largely for use on farms. While the 
increase in shipments of goods used 
primarily by farmers increased 75.1 
per cent, the study shows that carlot 
shipments of all manufactured and 
industrial goods from the Northeast 
to the Southeast increased 38.8 per 
cent in the same period. 

* * * 


Dealers and manufacturers of 
hardware will be interested to know 
that June 15 has been named Nation- 
al Better Housing Day. It is planned 
on that date to start from one to 25 
new residences in each organized 
community. These homes are not 
merely for demonstration purposes, 
but will be sold upon completion. 
The figures showing modernization 
work done under the stimulus of the 
National Housing Act as of May 11 
include $66,179,861 of modernization 
credit extended by private financial 
agencies to 158,821 property owners. 
The total amount of repair and mod- 
ernization work pledged by property 


owners as of May 11 was $393,- 
106,189. 

The new building program looms 
large on the hardware horizon at 
present, but it does not eclipse the 
modernization work that is going 
forward with increased momentum. 
A summer of concentration on these 
two markets should enable the active 
hardware man to do his best busi- 
ness of recent years. The finest 
method so far devised is to coop- 
erate with the allied lines. 

* * * 


Country-wide retail volume in 
May, estimated by a leading statis- 
tical company, has gained four to 
eight per cent over May, 1934, and 
all commentators place the healthy 
tone of retail activities nearly fore- 
most among encouraging indications. 
Demand has been particularly heavy 
from farm districts, where crops are 
in the best condition in several 
years, and where excellent soil con- 
dition assures favorable growth 
throughout the summer. In some 
farming sections of the Middle-West, 
Dun & Bradstreet report retail sales 
were 15 to 20 per cent in excess of 
the restricted volume of last May. 

* * * 

Gaining for the fifth consecu- 
tive month, industrial employment in 
April increased 122,000, according 
to the Bureau of Labor Statistics. 
The Bureau’s employment index 
stood at 83.1 for April, compared 
with 82.4 in March. Employment 
in the durable goods industries was 
reported at the highest point since 
April, 1931, and payrolls at a peak 
since May, 1931. 


* * * 


April business statistics re- 
ported by the National Industrial 
Conference Board included the fol- 
lowing: “Construction contract 
awards in 37 eastern states rose 1.1 
per cent over March but declined 
5.3 per cent from April, 1934. Resi- 
dential contracts, which had gained 
93.8 per cent in March over Febru- 
ary, showed a further gain of 31.3 
per cent in April. Department store 
sales rose 17.1 per cent in dollar 
value in April over March, and 13.3 
per cent over a year ago. Price of 
department store items declined 0.4 
per cent from March. Wholesale 
commodity prices gained 0.9 per 
cent over March, and 9.1 per cent 
over April, 1934. Textiles remained 
unchanged, but farm _ products, 
foods, hides and leather advanced. 
Food prices reached the highest 
point since March, 1931. The board’s 
index (1913 as 100) was 125.2 at 
the end of April, against 121.7 a 
month earlier. 
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THESE famous casters roll along on ball bearings. No friction. No 
effort. No damage to floors, rugs or floor covering . . . as up to date 
as a stream-lined train or 1935 motor car. 








A PROFITABLE ITEM FOR ANY HARDWARE MERCHANT 






’ 


A demonstration does it . . . merely roll an “ACME’ 
on the counter. Show the frictionless, quiet operation 
of the “ACME” and you’ve made a sale. A profitable 
item with repeat orders. Stock and sell “AcMEs.” 


















THE ScHATZ MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 























~ MULTIPLE 
CONTINUOUS 
TWIST 


by the Wright 
power looms 
gives regular 
hexagonal mesh, 
securely and per- 
manently locked 


in place. 


G. F. WRIGHT STEEL 
& WIRE CO. 


Worcester, Mass. 


POULTRY NETTING — WIRE 

CLOTH—CHAIN LINK FENCE 

AND GATES — WIRE 

CLOTHES LINES — WIRE 
LATH 


SUPERIOR 
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ABRASIVE PRODUCTS, Inc. 


SOUTH BRAINTREE, MASS. 


JEWELOX 


ABRASIVE CLOTH 


for cutting hard metals. Pure 
aluminum oxide grains, strong, 
specially woven cloth backings, 
combined with strong cattle hide 
glues. 





Jewelox Ready Rolls 


MORE PROFITS FOR YOU 


More Satisfaction for Your Customers 


SUPPLIED IN ALL STANDARD GRITS 
AND IN ALL SHAPES AND SIZES 


Sheets: 9” x 11”. 

Rolls: All widths to 28”. 
Ready rolls on spools. 
Endless Belts. 

Discs, cones and bands. 














So. Braintree, Mass. 


Abrasive Products, Inc. , 


Send us a copy of your catalog. 














What's New 


for Retail 
Hardware Stores 


Mickey Mouse 
Action Display 


The Ingersoll Waterbury Co., Water- 
bury, Conn., is offering a Mickey 
Mouse illuminated actiom display, 18 
in. high. The manufacturer states that 
when plugged in on AC or DC cur- 
rent, the display first shows Mickey 
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Mouse with pocket watch in hand. 
Then the scene changes and Mickey 
is shown holding a wrist watch aloft. 
The changes takes place 48 times per 
minute and the effect is that of pulling 
wrist watches out of the air. The dis- 
play is given free in a packed-up as- 
sortment consisting of 12 Mickey Mouse 
wrist watches packed in redesigned 
display boxes. 





Handy Universal 
Battery Terminal 


The manufacturer states that the 
Handy Universal Battery Terminal is 
of rugged construction—grabs post 
tightly and establishes perfect contact. 
The terminal is reversable—can be used 
on positive or negative post and will 
fit all types of batteries and cables no 
matter in what position the cable is 
connected to the battery. The ter- 
minal is made of brass dipped in lead 
to help prevent corrosion. A large ad- 
justable opening makes it easy to put 
on and take off. It lies flat on battery 
and will not vibrate off. The terminals 
are packed 12 on an attractive counter 
display card with easel. Colors of card 
are red and black on white. Twelve 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
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displays to a shipping carton, weight 
about 32 lb., or 12 terminals in a 
sturdy shelf stock box, 12 boxes to a 
shipping carton. The suggested retail 
selling price of the terminal is 30 cents 
each. Han-Dee Mfg. Corp., P. O. Box 
284, Hartford, Conn. 





Delta Electric Has 
Roadmaster Bicycle Lamp 


The Roadmaster bicycle lamp, model 
A-1566, the manufacturer states, is self- 
contained, modernly styled and has an 
aluminum silverlike appearance. It op- 
erates on two standard 1%%4-in. flash- 





light cells contained in case itself. No 
wires to connect. FEasily accessible, 
tightly encased and will not shake or 
rattle. The light given is 950 beam 
candle power and in addition there is 
a bright in-light in front of wheel. 
Lamp size is 4% in. long, 3% in. in 
diameter. Plain lens 2% in., replace- 
ment lens number is P-41018. Switch 
is of automotive type, placed under 





shell. There is a bracket for handle- 
bar mounting and cadmium-plated 
bracket with wing nut for quick and 
simple installation. Suggested retail 
selling price, $1.75 each, complete, but 
without batteries. Dealers’ discount, 40 
per cent in standard quantities of 12 
or $1.05 each net less batteries. Bat- 
teries list at 10 cents each. Delta Elec- 
tric Co., Marion, Ind. 





Anchor Fence Company 
Adopts Bethanized Wire 


The Anchor Post Fence Co., Balti- 
more, Md., manufacturer of chain link 
fences, has adopted Bethanized wire 
for both fabric and barbed wire. Ac- 
cording to its manufacturer, this wire 
has a protective zinc coating that is 
99.997 per cent pure. Coating is ap- 
plied to the steel base wire by means 
of a newly developed electrolytic proc- 
ess that deposits the zinc uniformly 
to all parts of the wire surface and 
no tears or drops can form. In tests, 
9-gage wire has been wound around 
its own diameter and also bent flat 
upon itself without cracking or other- 
wise injuring the coating. Bethanized 
wire is fully described on page 80 of 
the March 28 issue of HarpwarE AcE. 


Silex Domestic And 
Commercial Catalogs 


The Silex Co. has issued a commer- 
cial catalog listing: all commercial units 
with half-gallon glass, half-gallon re- 
placement parts, molded handle and 
Gotham models which can be supplied 
only with quick cooling elements. Plaza 
models are now listed and can be sup- 
plied only with Rutz lighters. The 
household model catalog lists: all kit- 
chen models at prices recently an- 
nounced; Teakets on Silex price list 
(to be ordered as in the past through 
Hartford Products Corp.) ; tea makers 
with the regular line of coffee makers; 
change in price of decorative shell and 
cover and listing cloth strainers which 
have been in effect for some time, add- 
ing listing of Silex Cloth Strainer Dix 
penser. The Silex Co., Hartford, Conn. 
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Sell Them To SCHOOLS 
For The Coming Term 


Furnished Master a) 
or Not Master Keyed 


AGLE Combination Padlock No. 04946 is made 
of brass or bronze throughout, except shackle, which 
is hardened steel. All exterior parts, except black 
and white dial, are dull chromium plated. The control 
mechanism, operated by the master key, is of the 
sturdy, secure-lever construction that has given satis- 
factory results through years of Service. 


The Eagle Quality Line 


Night Latches Store Door Sets 
Trunk Locks Padlocks 
Front Door Sets Cabinet Locks 


Wood-Screws 
Stove Bolts 
Machine Screws 











EAGLE {BC ig CO. 


26 Warren Street -- New York 
Branch Offices: 


s 521 Commerce St. 179 .N. Franklin St. 114 Bedford St. oe 


Philadelphia, Pa. Chicago, Ill. Boston, Mass. 
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| DIONT KNOW HOW/ 
MUCH FUN THIS SWIVEL 
CHAIR WAS, FRISBEE, ‘TIL 
| GAVE IT A SHOT OF 


s ONE O'L 






















With advertising cartoons like the one above, 3-in-One 
Oil is getting attention from millions of magazine 
readers and sales for its thousands of dealers. 


No hiding these ads! No forgetting them! Every one 
sells 3-in-One. Month after month, readers stop... 
look . . . chuckle . . . and buy the oil that cleans and 
prevents rust as it lubricates. 

Keep an ample stock of 3-in-One Oil on hand. Not 
only the big 3-ounce handy cans, but the 1-ounce spout 
cans and all three sizes of bottles, too. Order from 
your wholesaler today. 


THREE IN ONE OIL COMPANY, 170 VARICK ST., NEW YORK, N. Y. 


The 3-in-One 
Safety League 
is winning new 
friends and new 
customers for 
6,500 bicycle 
and roller-skate 
dealers. Write 
for free Safety 
Test Blanks and 
window poster. 
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Winchester Model 69 
Bolt-Action Repeater 


Winchester’s model 69 is a .22 rim fire 
bolt action repeater. Has box magazine, 
firing six shots—five in the magazine and 
one in the chamber. Operates conveniently 
also in single loading. Extra magazines 
with capacity of five or ten cartridges avail- 
able at extra cost, providing for instan- 
taneously reloading five or ten shots at a 
time. Has similar type of breech bolt, lock 
mechanism and magazine assembly to the 
Winchester model 57, although it is a 
bigger rifle having 3 in. more length in 
its barrel. Weight is aproximately the 
same as model 57. One piece sporting 






type American walnut stock with shotgun 
butt and composition butt-plate, pistol grip 
and semi-beavertail forestock; over-all 
length of stock 27% in. Model 57 type 
action with up-turn and pull-back breech 
bolt. Bolt locked in closed position by 
camming of handle base in bolt slot of 
receiver, and held in closed position under 
strong spring tension. Adapted for both 
regular .22 rim fire cartridges of three 
sizes and for Winchester Super Speed 
cartridges of same three sizes. Has two 
styles of sight equipment: (1) open—sport- 
ing rear, and non-tarnishable head front 
sight on ramp base with detachable sight 
cover; (2) Peep—receiver sight with ele- 
vation and windage adjustments made with 
thumb and finger; removable target eye 
disc, providing both target and hunting 
apertures. Winchester Repeating Arms Co., 
New Haven, Conn. 





Eagle No. 5 Emergency 
Gasoline Can 


The Eagle No. 5 Emergency Gasoline 
Can, has long flexible spout, for regular 
or emergency filling, eliminating funnel. 
When flexible spout is not in pouring posi- 
tion it is detached, coiled on breast of can 
where it is held securely by brass clips. 
Made from standard galvanized prime 





sheets. Wide filler opening admits nozzle 
of pump hose. Fitted with “handy-grip” 
cap, easily put on, easily taken off and 
easy vented. Extra wide pouring spout 
facilitates rapid dispensing. For filling 
supply tanks on motor boats, tractors, farms 
gas engines, etc. Offered in 1, 2 and 5 gal. 
sizes, enameled red and stenciled with the 
word “Gasoline.” Eagle Mfg. Co., Wells- 
burg, W. Va. 





Issues Booklet On 
Zine Dust Paint 


“Metallic Zinc Powder in Industrial 
Paint” is the title of a booklet recently 
issued by The New Jersey Zinc Sales Co. 
The booklet sketches the history of the 
use of Zinc Dust in paint as a means of 
protecting iron. Illustrations show the re- 
sults of use of zinc dust-zine oxide on test 
panels. There are also illustrations of typi- 
cal jobs painted with zinc dust zinc-oxide 
paint, both on interiors and exteriors. Con- 
tains 16 pages of information and illustra- 
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tions. The New Jersey Zinc Sales Co., 160 
Front St., New York City. 


.So0-Lo’s Plastic Wood 
In Two Handy Sizes 


Can-O-Wood plastic wood is put up 
in pound cans and Jumbo tubes. The 
suggested retail selling price for the 
can is 35 cents and for the tubes is 
10 cents. The manufacturer states it 





is made from real wood flour, will not 
harden in can, and requires no solvents. 
It takes stain like natural wood and 
can be sawed, nailed, planed, painted 
and varnished. It is non-inflammable. 
So-Lo Works, Cincinnati, Ohio. 


Pruning Saw With 
Stainless Steel Blade 


Henry Disston & Sons, Inc., have an- 
nounced a Pruning Saw of stainless 
steel. The manufacturer states that 
the blade will not rust and is of the 
folding type, hardwood handle, lacquer 
finish, black with orange tip. Wing 
nut and bolt holds handle in closed or 





open position. When pruning, butt end 
of blade rests firmly against concealed 
rivet. The blade, 12 in. long, is taper 
ground; long needle teeth, 8 points to 
inch. Cuts on draw stroke. Saws are 
supplied with orange color keystone 





shaped handle tag, carrying a brief 
sales message. Each saw is packed in- 
dividually in attractive box. The man- 
ufacturer states it retails at $2.00. 
Henry Disston & Sons, Inc., Philadel- 
phia, Pa. 


Solar Perma-Set 
Trimmer Condenser 


Because the drifting of trimmer con- 
denser capacities has at times injured 
radio receiver sensitivity, the research 
department of Solar Mfg. Corp. has 
worked on this problem several months 
to determine causes of drifting. The 
manufacturer states that its small 
ceramic base trimmer is designed. to 
eliminate drifting, as constructional 
features which might cause drifting 
have been eliminated. A feature of 
the trimmer is that under pressure of 
average settings, the top plate has an- 
chorage at front and rear. Perma-Set 
is supplied in maximum capacities of 
30 mmf. to 180 mmf. Solar Mfg. Corp., 
599-601 Broadway, New York City. 


Sunbeam Automatic 
Mixmaster 


Sunbeam Mixmaster has automatic 
power control—full power on every 
speed—made possible by a new-type 
governor-controlled motor that has 60 
per cent more power on high speed, 
1,230 per cent more on medium speed, 
and 1,840 per cent more on low speed. 
The Full-Mix beaters have large paddle 


_ surfaces, and, the manufacturer states, 


produce greater aeration, smaller air- 





cells, finer texture. They reach from 
the top of mixture to bottom of bowl. 
A third feature is a leak-proof oiling 
system for the beater bearings. Spiral 
grooves in beater shaft carry the lubri- 
cant upwards from the sealed, one- 
piece oil cups. The manufacturer states 
the list price is $22.50 (west of Den- 
ver $23.50). Chicago Flexible Shaft Co., 
Roosevelt Road and Central Ave., Chi- 
cago, Ill. 
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When prospects ask your advice about color, you can now 


be prepared to suggest proved and attractive color schemes. 





The Lowe Brothers Pictorial Color Chart enables you 
to show large, full color illustrations of various types of 


houses and every kind of room—all painted with actual 





paint. It makes it easy for the prospect to select the exact 


colors needed for any job of painting or decorating. 


And we are helping our dealers cash in on the Pictorial 
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Color Chart. We are using a Jiberal amount of space in 
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national magazines and farm publications to tell people ns strong» 


about it. We are urging them to see it at the store wherc Sterling annealité —. ms aniform pe strong 

Lowe Brothers products are sold. erfectly ar and easy eae bale or stan 
Weare also giving dealers who sell Lowe Brothers prod- and emo hold tightest — 

ucts many other effective helps. New window trims, new heavy shocks- 


>] 
window streamers, booklets and folders which we mail ee Clinch -Hied 


direct to prospects. Newspaper advertisements all ready 





to run. May we send you all the facts about our interesting 


proposition to dealers? The Lowe Brothers Company, ier and more eco- 
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Westinghouse 
Light-O-Scope 


The Westinghouse Light-O-Scope is de- 
signed to enable customers to select the 
size of lamp that best suits their needs, 
providing a definite tie-in between light- 
ing and lamp wattages. Measuring 11 by 
12 by 18 in., it is constructed of ply- 
wood and resembles a miniature show win- 
dow with an inclining floor that serves as 
a book rest. A lamp bulb concealed in the 





top sends light downward through a shut- 
ter device. It is adjusted so that different 
quantities of light correspond with specific 
wattages of lamps as shown on an indicat- 
ing device on the side. When located on 
the lamp counter, a book or newspaper 
may be placed on the inclining floor of 
the Light-O-Scope and the shutter turned 
by the customer until the light is suffi- 
cient for comfortable and easy vision. 
Standard at normal reading distance of 
18 in., customer adjusts indicator thereby 
selecting proper size of lamp. Westing- 
house Lamp Co., 30 Rockefeller Plaza, 
New York City. 


Remington Arms Co. 
Three Shot Plugs 


Remington offers these magazine plugs, 
list price 15c. each, to enable hunters to 
comply with the recent Federal regulations 
restricting the use of guns of more than 
three-shot capacity in the hunting of mi- 
gratory waterfowl.. Plugs are of wood, in 
one piece, to fit all models of Remington 
five and six-shot self-loading and repeating 
shot guns. Full directions for installation 
of plugs provided with each. The total 
capacity of three shots covered by the 
regulation includes the one in the chamber 
limiting the magazine capacity to two 
shells. Plugs are available from dealers 
or direct from Remington Arms Co., Ilion, 


NF 





1935 Duo-Therm Oil 
Burning Cooking Ranges 


With attractive modern cabinet design, 
the 1935 Duo-Therm Oil Burning Cook- 
ing Ranges have the MW patented Dual- 
Chamber Burner, said to give the advan- 
tages of two burners in one. Built of steel, 
the units have porcelain flue and oven lin- 
ings are said to be acid and rustproof 
as well as_ double-wall construction. 
Equipped with polished and stream-lined 
full French type cooking tops. Uniform 
heat distribution over entire top area and 
throughout ovens results in fast cooking 
facilities. These units are equipped with 
large right hand reservoir section which 
is adaptable to a variety of uses. May 
be furnished with hot water reservoir tank 
of large capacity or furnished without tank 
but with handy rack and entire compart- 
ment used as a storage or warming closet, 
or the lift top of the compartment may 
be opened to serve as a circulating heater 
for kitchen warmth, or auxiliary gas burn- 
ers may be installed in place of the lift 
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top to afford a combination gas and oil 
range. All surfaces free from projecting 
lugs or bolts, while attractive modern 
hardware gives modern appearance. Avail- 
able in two finishes—beige tan and ivory 
porcelain enamel or plain finish. Patented 
Dual-Chamber burner opérates with No. 
1 fuel oil. All models listed as standard 
by the Underwriters’ Laboratories. Heater 
Division, Motor Wheel Corp., E. Saginaw 
St., Lansing, Mich. 





Consolidated Wire 
Issues Catalog 


The latest edition of the Consoli- 
dated Catalog is now available to those 
in the radio and electrical field. Of 
particular interest to the auto radio 
field is the Meshtenna Running Board 
Antenna, the matched impedence Tri- 
angular Cable Antenna, noise sup- 
pressors and other accessories. For 
the home radio field there are a va- 
riety of insulators, window lead-in 
strips, an All Wave Variable Antenna 
Coupler, and others. The number of 
pages have been increased and there 
are tables and data for reference. Con- 
solidated Wire and Associated Corpora- 
tions, Peoria and Harrison Streets, Chi- 
cago, IIl. 


Bates’ Broom-Mop 

The Bates’ Broom-Mop is a piece of 
sponge honeycomb rubber clamped in a 
metal frame, designed to pick up dirt, lint, 
hair, ashes and water. Will squeegee water 
from linoleum. Honeycomb rubber exudes 
water as easily as it sucks it in. Two 
metal wings fold back against handle, 





forming ringer which released by catch, 
drops down and when pressed together, 
squeezes the water out of spong rubber, 
leaving it clean, soft and pliable. May 
be used as a broom on carpets, linoleum, 
hardwood floors, etc., or as a dust mop. 
Cleaned by holding under faucet, flushing 
it with water and wringing it. Small, 
compact and neat, it may be used in cor- 
ners for removing dust, etc. Refills are 
available. Cadmium plated finish. Mer- 
chants & Manufacturers Co., Springfield, 
Mass. 


Remington Shears 
Assortment Display 


Remington’s new assortment has a varie- 
ty of lengths to serve every purpose in the 
home. Mounted on a non-tarnish plush 
trimmed display board, assortment contains 
12 shears in different lengths, seven being 
mounted on the card and five being for 
extra stock. Two are in 6 in. lengths, six 
in 7 in. lengths and four in 8 in. lengths. 
Hot forged, hardened and spring tempered, 
finely polished and fitted with full nickel 
finish. The maker states that they are set 
true, will hold the set and can be easily 
resharpened. New display is of attractive 
appearance. Cutlery Division, Remington 
Arms Co., Inc., Bridgeport, Conn. 
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mail box by 


M‘KINNEY 





Retailing for less 
than *1— 


A genuine McKinney Mail Box—Colonial Dull 
Black Finish—Modern Design—and the retail 
price is actually less than $1.00. THere’s a 
profit-maker for you—and it’s just in time for 
you to cash-in on the enthusiasm of National 
Better Housing Day, June 15th—with its in- 
tensive program of home building and re- 
newing. 


This trim, modern utility unit is bound to 
“click” with your trade. And the extensive 
MODERNIZATION MOVEMENT sponsored 
by the Better Housing Program predetermines 
the demand. Here is a REAL opportunity— 
a “NATURAL” at the RIGHT price. Call 
your jobber or write us for details of The New 
McKinney Mail Box. 


McKINNEY MANUFACTURING COMPANY 
Main Offices and Factory PITTSBURGH, PA. 


District Offices 
NEW YORK CHICAGO SAN FRANCISCO 
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IN THE EXCLUSIVE BUILT-IN 
BELLOWS CAN 


FLYded’s unique container—a refillable built- 
in bellows can—that will /ast—kills sales resist- 
ance as quickly as the powder kills all insects. 
Customers everywhere are picking FLYded up 
from counters, trying the bellows with their 
thumbs and buying. They’re coming back for 


powder refills, too! 


If you aren’t cashing in on this sure seller, 
ask your jobber for nationally advertised 
FLYded Insect Powder or fill in the coupon 


below for complete information. 


+Flypea * 


Made by MIDWAY CHEMICAL CO., Chicago 
Makers of FLYded Liquid Spray—the largest selling insect 


spray in the world 





MIDWAY CHEMICAL CO. HA-6 
5235 W. 65th St., Chicago 

Send me complete details about FL Yded Insect Powder 
in the new built-in bellows can. 
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Pompano, Fia.: Where can we 
buy a magnetic needle for locating 
pipe lines, etc., under the ground? 
—Sunylan Hardware Co. 

ANSWER: Taylor Instrument Co., 
Rochester, N. Y. 


+ * 


New Britain, Conn.: Where can 
we obtain a painter’s mask to be 
used while painting or spraying?— 
The Kolodney Bros. Hardware Co. 

ANSWER: H. S. Cover, South 
Bend, Ind.; Chicago Eye Shield Co., 
2304 Warren Blvd., Chicago, IIl., 
and Davis Co., Inc., 52 Van Dam 
St., New York City. 


* * * 


Hotyoke, Mass.: Who makes an 
ice crusher retailing for one dollar? 

-Osborne Hardware Co. 

ANSWER: Dunbar-Gibson, Inc., 
267 Fifth Ave., New York City. 


* * * 


BeLLevILLe, OnT., CANADA: Pro- 
vide address of the Chicago Metallic 
Mfg. Co.—F. Greer Roberts. 

ANSWER: 3711 S. Ashland Ave., 
Chicago, II. 

* * * 

WesTFIELD, Mass.: Who makes 
the Thomas fish rod?—Bryan Hard- 
ware Co., Inc. 

ANSWER: Thomas Rod Co., 


Bangor, Maine. 
* 8 @ 


PHILADELPHIA, Pa.: Who makes 
a shoe polishing box which fits flush 
in the wall and drops down so that 
a person can put their foot on the 
box when open to polish their 
shoes?—Murta, Appleton & Co. 

ANSWER: United Metal Box 
Co., 473 President St., Brooklyn, 
N. Y. 
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tion or issue. 


Ma tone, N. Y.: Who makes (1) 
the Rayo lamp? Also advise who 
makes (2) a vertical type paper 
cutter for counter use.—Malone 
Hardware Co., Inc. 

ANSWER: (1) Bradley & Hub- 
bard Mfg. Co., Meriden, Conn. (2) 
Nelson Vertical Paper Cutter Co., 
Norfolk, Va. 

* * * 

LawreENcE, Mass.: Who makes 
BB ball cocks for toilet tanks?— 
Lawrence Products Co. 

ANSWER: Boston Brass Co., 
Waltham, Mass. 


* * * 


Bripcerort, Conn.: Where can 
we purchase safety coat and hat 
hooks of the type that are locked 
by removing, and unlocked by in- 
serting a metal check? These are 
frequently used in hotels and res- 
taurants.—The Lindquist Hardware 
Co. 

ANSWER: Backus Novelty Co., 
Smethport, Pa. 

* * * 


EvizabetH, N. J.: Provide name 
and address of the manufacturer of 
Kennedy tool boxes. — Benjamin 
Kosberg. 

ANSWER: Kennedy Mfg. Co., 
Van Wert, Ohio. 

* * * 

ATTLEBORO, Mass.: Who makes 
a stand to hold a five gallon glass 
jug so that a woman can pour out 
water alone by simply tipping the 
jug forward?—William F. Flynn & 
Son. 

ANSWER: Schwenk Safety De- 
vice Corp., 27 Water St., New York 
City. 

* * * 

SHEBOYGAN, Wis.: Who makes 
Voit rubber balls?—-Frank Geele 
Hardware Co. 

ANSWER: W. J. Voit, Box 250, 
Arcade Station, Los Angeles, Cal. 

* * * 


New Lonpvon, Conn.: Who makes 


Who Makes It? 


Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
27, 1934. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


Nic-Green (DuBay) insecticide?— 
Aben Hardware Co. 

ANSWER: Bayer-Semesan Co., 
Wilmington, Del. 
* * * 

Brunswick, Maine: Where can 
we buy door silencers made of rub- 
ber that go from one knob to the 
other on the door? These are fre- 
quently used in hospitals.—Bruns- 
wick Hartlware Co. 

ANSWER: Pennsylvania Rubber 
Co., of America, Inc., Jeannette, Pa. 
* * * 

Bay Suore, N. Y.: Who makes 
a sandpaper for sanding machines 
called Speed Grit?—James & Haw- 
kins, Inc. 

ANSWER: Behr-Manning Corp., 
Troy, N. Y. 

* * * 

Unster, Pa.: Who makes the 
Cyclone hand grass seeder?—C. F. 
Mowry. 

ANSWER: Cyclone Seeder Co., 
Urbana, Ind. 

* * * 

PoucHKkeEepsiE, N. Y.: Who makes 
the Lion mitre trimmer?—J. E. An- 
drews Hardware Co., Inc. 

ANSWER: Pootatuck Corp., 
2448 Main St., Stratford, Conn. 

* * * 

St. JoserpH, Mo.: Who makes the 
Butterfly cream separator? — Neu- 
dorff Hardware Co. 

ANSWER: Albaugh-Dover Mfg. 
Co., 4826 W. 16th St., Chicago, Ill. 
*% * * 

New York City: Who makes 
the Squeezit fruit press?—J. E. 
Bernard & Co., Inc. 

ANSWER: Bungay-Wolf Corp., 
254 W. 31st St., New York City. 

* * * 

SaLtvitteE, Va.: Who makes 
motors for bicycles that can be at- 
tached to the frame near axle of 
rear wheel?—-The Mathieson Gen- 
eral Stores. 

ANSWER: Outboard Motor 
Corp., Milwaukee, Wis. 
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The apparent conception that effective counter treatment is a matter 
for experts is fallacy. 


Sales compelling counter displays can be created just as easily as 
bad ones ... and at no greater cost. 


Given the right equipment anyone can build good counters .. . 
and that's where we enter the picture. Time and experiment have 
proven—both to merchants and us—that RHC counter equipment is 
the easiest to handle and from the standpoint of service and flexibility 
the most economical. 


Your post card mentioning this ad will bring 
you, promptly, a concise listing of our““counter”” 
display equipment together with cost informa- 
tion and a guide to correct usage. 
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The New Colson Rocket 
SENDS VEHICLE SALES UPWARD 


HIS new Colson Velocipede with its avia- 

tion appeal will bring the youngsters into 
your store. The Rocket is the first velocipede 
to combine perfectly the modern standards of 
beauty and utility without excess weight. It 
is priced for rapid turnover. When you order, 
don’t forget the new Aristocrat Colson 
Streamlined Bicycles. If you do not have our 
1935 catalogs, write today. 


0 sO THE COLSON CO. 


ELYRIA, OHIO 
JUNE 6, 1935 7S 























ANEW 
RATCHET 





Here’s a new 
“Greenfield’”’ 
ratchet die stock 
that sells on sight 
to plumbers and 
others who have 
a lot of threading to do. Ii’s especially 
convenient for use in corners, ditches and 
tonfined places—efficient—quick-acting. 


Just a slight pressure of the thumb on a 
small pawl cam on the stock enables 
ratchet to be set to work right or left in 
a jiffy. 

The stock has the popular “Greenfield” 
adjustable guide with self-centering hard- 
ened steel jaws, operated by a simple cam 
plate, which eliminates the necessity for 
individual ring bushings. It takes “Green- 
field” Adjustable Dies from 1%” to 1” in- 
clusive—the dies that plumbers have al- 
ways preferred. 


This new stock has been months in the 
making—and it shows it. Your trade will 
be quick to see its advantages. It’s just 
the thing for modernization work—for 
doing quick, good work in restricted space. 
Get all the details now—obtain your share 
of this profitable business. 


DLS, SCREW 


There's More Money 


Saeed rete B 
CORPORAT 


ION 
GAEENFIELO, MASSACHUSETTS 





New York Office: 15 Warren St. 
Chicago Office: 611 W. Washington Blvd. 
Detroit Office: 228 Congress St., W 
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Hot Prospects from An Ice Check 


(Continued from page 29) 


over to the salesmen for follow- 
up. 

While many follow-up contacts 
are made outside, this store does 
a great deal of its actual selling 
in the store. Consolidation of all 
major gas and electrical appli- 
ances in one department has great- 
ly facilitated this work. The vari- 
ous appliances were formerly 
scattered around the entire store. 
Now, they occupy a corner room 
set off by a lattice-work partition. 
Here is a comfortable davenport 
where a man and his wife are 
seated while the salesman talks. 
Interruptions are eliminated and 
attention is concentrated. 

Another unusual feature of this 
room is a list of refrigerator own- 
ers, posted on one side wall. New 
panels are added each year as the 
list is enlarged. Somewhere on 
this list is at least one friend or 
acquaintance of every person com- 
ing into the store. If that indi- 
vidual happens to be a shrewd 
buyer, the prospect is impressed. 


Farm Territory Salesman 

A specialty salesman who works 
the farm territory exclusively had 
brought a big washer increase. 


When he started work 18 months 
ago, the store was selling about 
20 washers a year. Now, they are 
selling better than 20 a month. 

The salesman drives a light 
delivery truck, carrying samples 
of a washing machine, a gasoline 
iron and a cream separator. He 
is also versed on all other types 
of merchandise so he can provide 
information on anything desired. 
He simply makes friendly calls 
on all the farmers in the district. 

Effectiveness of selling methods 
and the profit rate are checked by 
a very complete record system. 
When a salesman gets a deal ready 
to sign, he turns in an invoice to 
the office where the contract is 
made out. When the contract is 
completed, the following informa- 
tion is transferred to a monthly 
record book: date, customer’s 
name, merchandise sold, cost, re- 
tail, gross and commission. Then, 
at the end of the year, the follow- 
ing data are transferred to a per- 
manent record book in which each 
item of merchandise has its own 
page: date, purchaser, address, 
date sold, serial number, cost, re- 
tail, gross, terms, trade-in, sales- 
man, commission paid, service 
work done and remarks. 





Red Figures for Delinquency 
. Percentage 


(Continued from page 31) 


any customer I don’t mind at all 
calling up even when an account 
is no more than five or six days 
past due. Of course, I am pleas- 
ant and tactful.” 

“Starting the customer in right” 
is crucial. When a new customer 
starts to slip on payments, the 
situation is most economically 
handled, in a great many cases, by 
a personal call. The analogy be- 
tween new customers and puppies, 
and old customers and old dogs, 
is close. Things can be taught a 
new customer, concerned with the 
store’s expectation and insistance 
on prompt payment, which can 
never be instilled at any future 
time. Don’t spoil the “puppy” 


customer by countenancing bad 
habits! 

The instalment office should be 
so organized, irrespective of size 
of store—it may be small—that, 
always, attention can be given to 
a delinquency situation when it is 
called for. Hardware dealers 
with many responsibilities who 
“get around” to delinquency situ- 
ations as they have opportunity 
almost always are found with cost- 
ly delinquency percentages. 

Accounts should be so opened 
that the basis exists for a strict re- 
possession policy. The hardware 
dealer who never has the fear of 
over-heavy repossessions is inde- 
pendent. He can threaten repos- 
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The Trend is 


Towards better and more un- 


usual merchandise. If you 


! Il quartJars 
| pint Jars want to be up-to-date, be sure 


to attend the 


New York 


HIousEFURNISHING 
SHow 


(HOUSEWARES - CHINA - GLASS) 





a ee A 
. PS 7 MESCO | 
. sia JULY 10th to 19th 
- = 
; * ' HOTEL PENNSYLVANIA 
te Are you selling canners that ac- 
ae d ll 3 sizes? N 
em commodate a sizes¢ NESCO — 
SM) Coup PACK CANNERS answer this America’s Foremost Trade Market 
as requirement perfectly. Further, Here you will see new items 
gm when you are selling NESCO CoLD ‘iii 
= 8 " of every description in House 
| img PACK CANNERS you are selling sa eitillitis ili alias 
=. ngs, ina ° 
mm surety, economy and efficiency. _— rs ‘ “a 
_ They are built to meet the require- eae “6 wall aes 
a ment of the thrifty housewife, are on their toes. Write now 
= for your reduced fare Rail- 


being large enough to accommo- 
date pint, quart or half gallon jars. road Convention Certificate. 


Sell canners with established 
acceptance and reputation. 


NATIONAL ENAMELING._, |NewYork Housewares Manufacturers Assn. 
AN D STAMPI N G COM PANY (Incorporated Not for Profit) 


Executive Offices — 449 N. Twelfth Street, Milwaukee, Wisconsin 


Factories and Branches: MILWAUKEE— CHICAGO —NEW YORK— 
BALTIMORE — PHILADELPHIA — GRANITE CITY, ILL. — NEW ORLEANS 


Secretary’s Room 108A—Hotel Pennsylvania, N. Y. C. 
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BUT 


THERE IS A 
DIFFERENCE 

















Behind every Morse tap, cut- 
ter, die, reamer and drill is the 
reputation for quality which has 
been building and strengthening 
for 7O years. 

No sounder purchase can be 
made today in the metal cutting 
field than a genuine Morse Tool. 

A complete stock of Morse 
Tools is a powerful force in 
keeping your business growing. 

THE MORSE LINE 


Includes 
High Speed and Carbon ARBORS, CHUCKS 


DRILLS, REAMERS COUNTERBORES 
CUTTERS MANDRELS 

TAPS and DIES TAPER PINS 
SCREW PLATES SOCKETS, SLEEVES 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S.A. 
CHICAGO STORE: 


9 570 WEST 
RANDOLPH STREET 


NEW YORK STORE: 


92 LAFAYETTE STREET 
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| session when 





the circumstances 
demand it. The customer who is 
“playing fast and loose” with the 
confidence that was placed in him 
is only properly handled with 
sternness. 

The merchant who dares to use 
sternness, and who is prompt to 
do so when circumstances demand, 
is not found in practice to be a 
man with high repossessions. 
Usually his reposessions are very 
small in number. His strict 
policy, however, has the effect of 
notably keeping his delinquency 
percentage in line. 

The danger in a high delin- 
quency percentage is obvious— 
higher the percentage, higher the 


| repossession and other loss, as a 


general thing. Moreover, high de- 
linquency rates are associated with 


| high financing costs. In fact, any 


inefficient delinquency condition 
throws the entire instalment busi- 
ness out of gear. 

It is not necessary for any hard- 
ware store with competent em- 
ployees to suffer from heavy 
delinquencies. Treatment begins 


_ with constant and regular analy- 


| (All 





sis to show the condition—then 

determined efforts to control col- 

lections. 

Rights Reserved, Bartlett 
Service. ) 


Alabama Report 


(Continued from page 42) 


Hardware Co., Montgomery job- 
bers, discussed “Jobber and Re- 
tailer Cooperation.” Joseph G. 
Rowell, executive secretary, Ala- 
bama Lumber and_ Building 
Material Code Authority, Birm- 
ingham, outlined recent code 


changes and benefits, with particu- | 


lar reference to hardware stores. 








Robert Jemison, Jr., State Federal | 
Housing Administrator, spoke on | 
“Capitalizing Under FHA,” de- | 
claring it held many benefits to | 


hardware men. 

Fred J. Nichols, director, Mer- 
chants’ Service Bureau National 
Cash Register Co., Dayton, Ohio, 
spoke on “Stepping Up Profits in 
1935,” declaring this to be a day 
of new methods and display ideas 
“when you must not hesitate in 
acquainting the public, through 


| open display and through news- 





Which merchant had a 
LOOSE LEAF CATALOG? 


DEALER A aia: 


“We'll write for informa- 
tion” — and his customer 
walked out. 





m', 
3/ 
DEALER B opened { 


his catalog immediately at {> 
the right page, and said: 







“Here is an illustration and KR 
complete description. We can \ 
get delivery in three days.” 


and which one got the order? 


To keep pace with rapid changes 
and additions of new merchandise, 
you need up-to-the-minute infor- 
mation, quickly filed where you 
can find it. 


That means a loose-leaf catalog in 
a Heinn quick-operating binder. 
It puts today’s facts at your finger- 
tips, with practically no office 
work in filing the change sheets. 


If you are tired of worrying along 
with a tight-bound catalog that is 
obsolete the day you get it and 
steadily grows worse for two or 
three years, ask your wholesaler 
for Heinn service. He can afford 
it, because it saves him money. 


Write for information. 


THE HEINN COMPANY 
326 W. Florida St., Dept. 625, Milwaukee, Wis. 
Branch offices in principal cities. 








| eee Eve. NDERS 
M ie Originators of the Loose-Leaf System of Cataloging 
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You couldn't sell 
this # thing 


It’s a member of the 
cleaver family, pre- 
ferred by natives in 
certain parts of South 
America for cutting 
and splitting tropical 
growths. Preferred 
also because it’s hon- 
estly made by Collins | 
to meet their needs 

exactly. 







506 Bush Hook 





BUT 


you can se// 
COLLINS AXES 


Why? Because they are godd axes with a quality 
guarantee that protects you. 


Because they have a good repu- 
tation with your trade: Collins 
is an old name—108 years old. 
You can meet the exact need of 
your locality in heads or fac- 
tory handled axes because 
Collins Axes are made in all 
standard patterns, weights and 
finishes. 


Because they are priced to give 
your customers value—and give 
you profit. 


If your jobber cannot supply 
you, write us. 





Western Double Bit, | 
Velvet Finish } 





Collins Official Boy 
Scout Axe 


THE COLLINS co. 


COLLINSVILLE, CONN. 
AXES . HATCHETS . BUSH HOOKS 
s HOES . PICKS MATTOCKS 
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Flashlight business is rolling in for Bond Dealers. 
They are reaping the advantages of the new 1935 
Spring group. They have the jump on all competition 
through original items not available elsewhere, un- 
matched inner quality and outer eye-appeal, self- 
selling packages. And now, offered to Bond Dealers, 
this startling, striking 
Bond Island Display 
Merchandiser caps the 
climax as an overwhelm- 
ing sales precipitator. 


It is designed to dispiay 
the new Bond packages 
and merchandise to 
best advantage. Here 
is a self-contained flash- 
light and battery de- 
partment in a striking 
glass and chromium 
home of its own. Place 
it where it will do you 
the most good—it takes 
but 28” x 18” of floor, 
makes access to goods 
easy for salesmen, 
keeps stock in view, 
" speeds turnover. 


Available to Bond Deal- 
ers at a nominal price 
in combination with 
orders for Bond Flash- 
lights and Batteries. 
Write for description 
and attractive proposi- 
_ tion. 








BOND ELECTRIC CORPORATION 


257 CORNELISON AVE., JERSEY CITY, N.J. 


BRANCHES AND WAREHOUSES CONVENIENTLY LOCATED 


Send new catalogue and ‘“‘Island’’ display proposition. 


USE ; SN WEN, ois: accent cd-eb eins oe Sine bee ee 50 de des we ROR 
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paper and direct mail or other 
advertising, as well as through 
personal calls upon selected pros- 
pects, letting them know about 
the superiority of the merchandise 
in your stores.” 

The final matter of business was 
the election of the following 
officers: president, John G. White, 
Uniontown; vice-presidents, L. T. 
Rutland, Evergreen, John Ed 
Wallis, Sylacauga, and U. G. 
White, Athens. J. H. Crowe was 
reelected secretary-treasurer, with 
offices at 410 N. 21st St., Birm- 
ingham. A. C. Madden, Fayette; 
George King, Alexander City, and 
J. B. Stickney, Jr., Greensboro; 
were reelected to the Board of 
Directors, with the following new 
members: B. F. O’Steen, Florence; 
C. E. Owens, Fort Payne; Charles 
R. Rew, Leeds; William Walsh, 
Talladega; George Bailey, Mont- 
gomery; L. L. Dozier, Thomas- 
ville; B. H. Mathews, Camden: 
J. L. Sivley, Decatur and B. C. 
Cox, Florala. 

The 1936 convention city was 
not announced. The convention 
closed with a banquet at 6:30 in 
the hotel ball room. The banquet, 
with floor show and dancing, was 
presented by the Mongomery job- 
bers and retailers, with A. C. Ran- 
kin serving as toastmaster. 





Loss Leaders 


(Continued from page 46) 
proved by the Federal Courts. It 
has also been passed within the 
last two months in the states of 
Iowa, Texas and Maryland. The 
essence of the bill is that it per- 
mits manufacturers of a_ trade 
marked product to enter into 
agreements with their dealers and 
jobbers as to the resale price at 
which jobbers sell to retailers and 
retailers sell to the public. 

At the hearing in Albany be- 
fore the Governor, just prior to 
his signing the bill, the lawyer 
for one of the biggest department 
stores in New York City almost 
frothed at the mouth at some of 
the points brought up. His con- 
cern had representatives from the 
Consumers League, the American 
Federation of Labor and also a 
farmers organization in New York 
state, to speak against the bill. 
However, after their return to New 
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Sold 
Only Through 














JOBBERS 
And 


DEALERS 


York City we are informed that 
the representative of the Con- 
sumers League was not authorized 
to speak for them, nor was the 
representative from the American 
Federation of Labor authorized to 
speak fo: them. In fact, we are 
informed that President Green of 
the American Federation of Labor, 
called down very severely the man 
who had gone to Albany presum- 
ably representing the Federation. 

Governor Lehman, although 
closely connected with the firm 
of Lehman Brothers, investment 
bankers, who over a period of ten 
years have brought out many 
chain store issues, went into the 
merit of the bill in real fashion, 
got the gist of it, had the insight 
to understand the workings of it, 
and signed it. 

The original bill to protect the 
manufacturer by allowing him to 
suggest a resale price to his job- 
bers and retailers was drawn up 
a number of years ago by four 
men—Judge Brandeis before he 
went on the Supreme Court bench, 
William H. Ingersoll, George 





Toya \ 31 = 


DAZEYS! 


WELL meaning advisors have frequently 
told us that DAZEY CHURNS are 
entirely too well made—that they would work 
just as well if the quality of materials were 
not nearly so high and our standards of 





workmanship not nearly so exacting. Maybe 


so. Nevertheless, nearly 90% of all churns 


WY sold by the hardware trade today are DAZEY 


CHURNS! We are obstinately old fashioned 
enough to believe that our insistence on qual- 
ity has had something to do with this amaz- 
ing sales leadership. Be that as it may, no 
wide-awake dealer can fail to see the ad- 
vantage of pushing to the limit any line with 
so nearly universal acceptance. Above all, 
he will find it profitable to get squarely be- 
hind DAZEY ELECTRIC CHURNS 
now that power lines are being so steadily 
extended into rural districts. 


y) DAZEY CHURN & MFG. COMPANY 


4301 WARNE AVENUE 
ST. LOUIS, MISSOURI 


Rublee and Congressman Stevens 
of New Hampshire. Mr. Ingersoll 
interested them in the matter and 
got them to help him draft the 
bill after the Miles vs. Park de- 
cision by the Supreme Court. 
After that Mr. Ingersoll organized 
the American Fair Trade Associa- 
tion, to get the manufacturers be- 
hind the bill and push it. The 
new law just passed by the New 
York legislature and _ outlined 
above, is based almost exactly on 
the original bill. 

It is my judgment that in years 
to come the value of a trademark 
will be more widely appreciated 
beth legally and in the trade. A 
trademark in time stands for the 
quality of the goods on which it 
is placed. Supreme Court Chief 
Justice Hughes, when passing 
upon the patent on electric bulbs, 
made the statement that a patent 
in the nature of the case gave a 
monopoly, and that a monopoly 
was of no value whatever unless 
the right to fix the price of that 
patented article went with the 
monopoly. While a trademark is 
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Ives SUPREME 


in more ways than one! 





MERICA'S most progressive retail- 
ers are stocking the SUPREME 
Asbestos Woven Wick because 
SUPREME is the top of its field. 
You will find it easy to sell these popular Oil Cook 
Stove and Heater Wicks because you are giving your 
customers a better value at the price they want to spend 
.. . and make real profit at the same timel 


SUPREME Wicks should be featured in your store because: 


@ SUPREME Wicks come in a package that makes its 
own counter display, giving “up front" position to 
an item that your customers ask for. 


@ Every SUPREME Wick is sold to the consumer on a 
money-back guarantee basis. 


@ SUPREME Wicks are not sold in chain stores or 
mail-order houses. 


@ They are made in two sizes, to retail profitably at 
15¢ and 25c. 


@ An advertising campaign, reaching more than 
1,000,000 consumers, through such publications as 
American Agriculturist, The Southern Farmer, The 
Farmer and The Farmer's Home Journal, is backing 
you up. 

@ SUPREME Wicks can be sold to the owners of the 
following makes of Oil Stoves and Circulating Heat- 
ers: NESCO, GARDNER, TROPICAL, ROYAL, 
AMERICAN, EVERITE, FLORENCE, SAVOIL, 
WINDSOR, HUENEFELD, ACE, E-Z-EST Way and 


other popular makes. 


Your jobber can supply you . . . ask him for SUPREME today! 


MARYLAND ASBESTOS 
PRODUCTS COMPANY 
BALTIMORE, MARYLAND 
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With a nation- 
*wide acceptance 
covering a peri- 
od of 20 years, 
National Pres- 
sure Cooker is 
today America’s 
fastest selling 
cooker. Prepare 
for a Big Cook- 


er year with... 


PRESSURE 
COOKER 


Don’t be confused by other cookers made to look 
just like it. There is only one genuine National 
Pressure Cooker and it is made at Eau Claire, Wis- 
consin. 


Cash in on the New 





‘CANNER 


A National Pressure 
Cooker made especially 
for canning, having a 
wire basket instead of 
racks. Specially priced, 
it appeals strongly to 
the thrifty customers, 
and pays the dealer a 
good profit. 


SEAL - 0 - MATIC 
CAN SEALER 


The new Seal-O-Matic Na- 
tional Can Sealer offers an at- 
tractive selling item. It seals 
cans auto- 
matically, 
with attach- 
ment for 
opening and 
reflang- 
ing cans. All 
users of Na- 
tional Pres- 
sure Cookers 





need this im- Get our special window 
proved can- . ‘ “ 
ner. You can sell it with display and promo 


good profit. tional literature. Write 











NATIONAL PRESSURE COOKER CO. 


WISCONSIN 


EAU CLAIRE 





81 








“) | i 


EXE GILLo Am 


2 Big Sellers 


for Home Repairs 
024 Glass Cutter 


The Glass Cutter that CUTS 
—The cutter that glaziers 
prefer—the cutter that makes 
amateur glass cutting less 
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4 No. 9 Sandpaper Holder 


One of the best sellers in new 
small tools for general use in 
the hardware and paint trade 
this year. Retails for 25¢. 
In fact—every customer 
needs at least one for house- 
hold, garage or shop use. 


| LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U. S. A. 


GLASS CUTTERS RS’ POINTS - GLASS PLIEF 
PUTTY KNIVES - WOOD SCRAPERS - LAWN SPRINKLERS 


F R E E—. COLOR 


CARTOON DISPLAY 


..--@ Knockout! 
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Now the famous Anna Sponge has a big 
brother. His name is ANDY SPONGE. He’s 
larger, stronger—intended for heavy-duty clean-up 
jobs in the house, on the family car, etc. Retails 
for 60¢, 75¢, $1.00, $1.25 and up. Every ANDY 
SPONGE wrapped in cellophane, complete with 
handy-lranger tape and all the Anna Sponge popular 
features. Ask your wholesaler to show you this 
quick-sale set-up. 


AMERICAN SPONGE & CHAMOIS CO., INC. 
47 ANN STREET, NEW YORK 


809 Montgomery Street, San Francisco, Cal. 
PTR EE ANT 
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not a monopoly in exactly the 
sense a patent is, it seems to me 
that when the government grants 
a trademark, which trademark is 
placed on certain goods that in 
time become of high value to the 
consumer, the trademark in order 
to be of value to the manufacturer 
and his selling agents, should 
carry with it the right to main- 
tain the wholesale and retail price 
of the goods covered by it. 

In any event, when a manufac- 
turer has built up a valuable 
trademark, it would seem that 
this manufacturer, his jobbers and 
retailers should enjoy the unin- 
terrupted right of making a fair 
profit on the sale of the goods. 
It hardly seems in line with fair 
trade practices or with common 
justice for others who only do a 
small part of the selling of his 
line to take advantage of all this 
manufacturer’s time, labor and in- 
vestment in building up his trade- 
mark and the quality of his goods, 
for their own selfish purposes by 
conveying the false idea to the 
public by cutting the price of 
these goods that all their prices 
and profits are on the same basis. 
Or by their advertised cut prices 
to attract buyers to their stores 
who come to take advantage of 
the sacrifice prices on this trade- 
marked line and remain to buy 
other goods on which these un- 
scrupulous merchandisers make a 
handsome profit. 

So common have the above 
practices become in the trade that 
the manufacturers’ brands that are 
picked out to be sacrificed have 
been given the name “Loss lead- 
ers.” The actual loss on the sale 
of these goods being charged off 
to advertising or business promo- 
tion expense. In simple but plain 
language, these trade pirates do 
not hesitate to destroy the life 
work, investment and value of the 
trademarks of manufacturers 
whose only crime is in the fact 
that they have known how to make 
superior goods and how to ad- 
vertise and sell them. The defense 
of this class of business buc- 
caneers is that by selling these 
goods at cut prices they are pro- 
tecting the interest of the con- 
sumcr. It would be just as log- 
ical for a concern to advertise 
“We can sell this line of goods 


ASK YOUR JOBBER 


ABOUT THE 
ALLEN CAST BRASS 


FLAT SPRAY 


—excellent for all sprinkling; ideal for 
flowers, tender plants and young grass. 
The patented interior construction permits 















the use of full water pressure throwing a 
fine flat spray. Made of highly polished 
solid brass—will last a lifetime. 


SEND FOR copy of the big 1935 

g ) 
THIS BOOK W. D. Allen Mfg. Co. 
catalog—nearly 100 Sprinklers, Sprays. 
Nozzles and kindred items fully de- 
scribed. Sent to you promptly upon 
request. 


W.D. ALLEN MFG. CO. 


Send for your free 


566 WEST LAKE ST., CHICAGO, ILLINOIS 


69 WARREN Si., NEW YORK, NEW YORK 


MAKE MORE MONEY 
FROM INSECTICIDES 


Stock Hammond Products this 
spring and make the most of the 
demand for non-poisonous Insecti- 
cides. Hammond’s Products carry 
the highest mark-up of any na- 
tionally advertised line. 

by a 60-year reputation. 
tensively advertised this spring in 
farm journals, garden magazines 


and newspapers with garden de- 
partments, 


SLUG SHOT 
2 Forms—Dust and Liquid 





Combines Pyrethrum and Rote- 
none, stabilized by our own pat- 
ented process, together with an 
effective fungicide. SLUG SHOT 
comes in sifter-top can, ready to use. 
Liquid SLUG SHOT. is the ulti- 
mate all-around plant spray. 
GRAPE & ROSE DUST 
—for the control of Black Spot and 
Powdery Mildew on Roses. Needed in 
every garden. Used by professional 
rose growers. 
ANT GAS 
Used both against Ants and Ground Moles. 
WEED KILLER 
Destroys weeds, poison ivy, all vegetation. 
DOG SKAT 
Repels dogs and cats. A sensational seller. 
Write for wholesale and list prices. 
Learn about Our Merchandising Program. 


HAMMOND PAINT & CHEMICAL CO. 
46 Ferry St. Beacon, New York 
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STREAMLINED... 


fully equipped—an up-to-the-minute bike that quickens the pulse 
of every boy who sees it—quickens the sales of every dealer who 
displays it. Get the facts—and get the business. 


THE SHELBY CYCLE CO. 


SHELBY, OHIO 
Western Office & Assembly Plant 


1011'2 S. LOS ANGELES ST. 
LOS ANGELES, CALIF. 








SELI 
a 4 4 4 


EXTRA 


PROFITS 


wit = for YOU! 





IRON FENCES 


Right in 
your line! Gx rr. 


(CHECK up on your supply 
of Stewart Sales’ liter- 
ature on the products listed 
herewith—if you haven’t an 
ample supply, write us. You 
should have copies of the 
new Stewart catalogs for use 
this season. Being in the 
hardware business gives you 
a splendid lead on prospects 
—so be prepared to make 
immediate sales. Write for 
the Stewart dealer proposi- 
tion, also the new Spring 
Stewart Catalogs. 


GATES : ARCHES 


WINDOW GUARDS 


BALCONY 
RAILING 


FOLDING GATES 


Viscellaneous 
Tron Voork 


The STEWART IRON WORKS COMPANY, Inc. 
121 Stewart Block . . . . Cincinnati, Ohio 
(AN ROME 
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CONSERVO ii... 


Look to your CONSERVO stock now! Get CONSERVO 
in your windows. Rapidly advancing food prices bid fair 
to make this another banner CONSERVO year .. . because 
thousands and thousands of women know that CONSERVO 
is the easiest, surest, quickest way to can fruits, vegetables, 
meats. 

CONSERVO is equally well known for the comfort and convenience it 
brings to whole meal cooking, particularly in hot weather. Feature these 
two uses in your advertising and window displays and watch the profits 


roll in. 
FREE TO YOU 


An attention-arresting window piece, lithographed in 8 colors, and featuring 
CONSERVO'S many advantages is yours for the asking. Also enclosures 
and other sales builders. Write or WIRE. ‘There's no time to lose 


THE SWARTZBAUGH MFG. CO. 


Toledo, Ohio, U.S.A. 





SPRAYERS 


ELECTRIC COMPRESSOR 
OUTFITS COMPLETE 


List as low as 
(without 
$20 and $14 motor) 
Others $5.00 and up. Auto power sprayers list from 
$2.60 up. Speedy sprayers are professional type for all 


general painting, varnishing, etc. Low cost makes sell- 
ing easy. Built right for long life. 


Write for complete details, prices and 


W. R. BROWN CO. 


2014 N. Major Ave. 
CHICAGO 


Dealers: 
discounts. 











at lower prices than any of our | 
competitors because we steal 
them.” Stealing goods and there- 
fore selling them at low prices 
to the consumer, from the con- 
sumer’s standpoint only would 






= SenTAR HODS 


No dripping onto 
the user's back. 


Made entirely of 
steel with wooden 
shoulder saddle 
and handle. 
Edges are heavily 


SYOLUNTEER 


Smothers FIRE Instantly! 
Costs Only $252 





: 3 26”x12” reinforced. The 
certainly be to the consumer’s Ne. 158 x11" fork is pressed 
c) : Mortar from heavy gauge 
interest. However, there remains steel. | 
another thought and that is—are The Clevellan Wire Spring Co. 
. 38th St. and Hamilton Ave. 


such methods in the public in- 
terest ? 








* e Cleveland, Ohio * e 








Arkansas Report 
(Continued from page 49) 


prices. It should be insisted that 
these goods are not given away, they 
should be priced at _ prevailing 
prices, he said. 

Other speakers declared that Ar- 
kansas is the only state in which 
this situation exists. Following the 





Stovink - household word 
everywhere - makes red or 
grey stoves black. Reno- 
vates burned out iron. 


ever 


high | 


IGGEST 
offered in a 
grade, REFILLABLE Fire 


value 


Are you getting your share 


extinguisher. Carbon- 

tetrachloride type. Non- | 
injurious to fabrics—NO | 
ACID. Projects fluid 20 | 
feet. Puts out any kind of 

fire at its inception, in- | 
cluding oil and gasoline— | 


of this steady business? 


JOHNSON’S LABORATCRY, Inc. 
Worcester, Mass. 
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, dun este ter dectted | discussion, a resolution was adopted 

sr suow to se om fires. Holds | pint. 1! urging Congressman D. D. Terry of : 
tor inches over all, 2-inch the Fifth Congressional District of STEELG RI g 
Seems meet on tomet*] = bharrel—smaller than Un- Arkansas and Senators Joe T. Rob- Belt Lacing = 
derwriters' standard. i i G 
inson and Hattie W. Caraway take piinhetee ilies : 
action to see that merchandise sold This is the lacing to sell, to y 
* | ° ene, ae recommend for any job, to build A 
| to farmers in the rehabilitation pro- busiress. Every desirable fea- L 

Re E D } E T Z | b sae os ture; Treated Steel (20% Strong- 
° . | gram be sold at prevailing prices, er). 2-piece Hinged Rocker Pins, f 
COMPANY and that orders issued to farmers fg Fl — ey p 
NEW YORK | and others be issued at prevailing ‘Write for Creler, Prices. 26 
Makers of Lanterns _— World | prices. Telegrams were sent to ——— Peopie” “ 
Founded 184 Congressman Terry and the two cit. Shetden, St. —_ 





RATCHET DRILLS 
and Drilling Posts 







By far the most 
Ratchet Drills 
made, each ll- 
steel with wear- 
ing parts hard- 
ened. Improved 
“Packer”, “Rail- 
road”, “Standard 
Reversible”, “Boil- 
er”, “Short” and 
“Universal” types. 
All sizes. 





Forged DRILLING 
types: Regular and 


exceptionally well 
made, rigid and 
strong, still knock 
down to go in tool 
bag. 


Write for Circular 
Armstrong Bros. Tool Co. 


“The Tool Holder People” 


314 N. Francisco Ave., Chicago 
New York Sales Office: 109 Lafayette St. 
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complete line of | 


ARMSTRONG Drop | 
POSTS come in 2 | 


Clamp-on. They are: | 


Senators following adjournment. 

J. S. Shaddock, Snow Hardware 
Co., Camden, was elected president, 
and John Grummer, Grummer 
Hardware Co., Conway, vice-presi- 
dent. Tom Johnson, Paragould, 
was elected to the Board of Di- 
rectors. 


Homeworkshops 
(Continued from page 44) 


to do regular work have been as- 
sisted in getting started making 
useful articles with the power- 
driven tools. 

The great majority of Smith & 
Bishel’ssales in power-driven tools 
are for cash and a good, reliable 
make is sold. While the club idea 
is doing much to advance the idea, 
the advancement of the members 
and others in the quality of work 
turned out is one of the greatest 
factors in selling new tools. Like 
many other endeavors, when a man 
learns some new knack of turn- 
ing with a lathe he naturally tells 
with great enthusiasm how he does 
it. To the man who is also in- 
terested in the work and knows the 
enthusiast personally the en- 
thusiasm is very contagious and 


























Every Gas Stove 
Needs the 


HYDRO-FLUE 
HUMIDIFIER 


Vaporizes — — 
impurities, tra 

Keeps kitchen walle, slean. 
Patented. Exclusive fea- 
jonally adver- 
tised. Popularly priced. A 
profitable item with year 
round sales. Write for 
prices and full information. 
Representatives wanted. 


WARD MFG. CO. 
Milwaukee 
DETROIT. MICH. 











HORSE 
AND 
MULE 
SHOES 


BURDEN IRON COMPANY 


ROY, N. Y. 














CALDWELL 
ojash Balances 


Do not confuse cheap 
imitations with Genuine 
Caldwell Balances. 


46th Year 
Caldwell Mfg. Co. 


40 INDUSTRIAL STREET 
ROCHESTER, N. Y. 
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“Black 
Leaf 
40” 
KILLS APHIS 


On Flowers and Plants 


When a customer complains that 
aphis (plant lice) or other in- 
sects are destroying the beauty 
of his flower garden, tell him 
about “Black Leaf 40.””’ How one 
and one-half teaspoonfuls mixed to a gallon of water 
and applied with a spray whenever an infestation ap- 
pears will quickly eradicate the pests and help to pre- 
serve the beauty of the garden. “Black Leaf 40” is 
efficient—easy and safe to use—it makes more friends 
and better customers for you. 


HAS MANY USES 
“Black Leaf 40” prevents dogs from staining ever- 
greens and shrubs—Kills poultry lice and feather 
mites — Kills sheep tick 
and lice on animals. 








Get your share of this 
year ‘round business. 
Are you carrying “‘Black 
Leaf 40’ in the popular 
35c. size? Write for Dis- 
play Kit containing 
counter displays, post- 
ers, leaflets, etc. 


TOBACCO BY-PRODUCTS & 
CHEMICAL CORPORATION 
INCORPORATED 


Louisville Kentucky 

















SEAMLESS DRAWN 
SPOUT 


1 HANDY GRIP CAP 
Opens without a wrench. 
Same price as old style. 
WIDE MOUTH 
2 FILLER OPENING 5 COLORFULLY LABELED 
to identify the qenuine. 


On all size “Handy Grip” 
Cans. Much more durable. 


Requires no funnel. 


3 TRIPLE LOCK ORDER 
war pense FROM YOUR JOBBER 
Leak proof and strongest 
made. NOW 


EAGLE MANUFACTURING CO. 


WELLSBURG, W. VA. 


| 
| 








No. 4 


This is a HOLDEM. ,.**;4,. 
It Will Quickly Fasten Loose Chair Rungs 


Packaged for retail 25 ct. sale—30 HOLDEMS, assorted 
sizes to the box, to fit standard rungs and dowels. In- 
quiries and direct orders from national consumer adver- 
tising during the past few months prove a real consumer 


interest. Take advantage of it. 
HoipenS 


Reg. U.S. Pat. Off. 


SIMPLY INSERT HOLDEM 





Will also hold handles on croquet mallets, mops and 
many tools; will fasten rungs and legs on garden, camp 
and porch furniture; lock dowels in carpentry. 


Sell them to your schools and other institutions for the 
usual Summer repairs. Individual sizes available at 
75 cts. per 100, less retail discount. 


25 ct. boxes packed 1 doz. to Counter Dis- 
play Carton: $3 less 33 1/3% retail discount. 
One carton in the window and one on the 
counter make many sales. Your wholesaler, 
or direct. 














~e(CHICAGO)-~ 


DOOR SPRINGS 





The The 
Reliance for Chicago 
Single Acting Doors 
hung with 


springless hinges 


The “Chicago” and 
“Reliance” Door 
Springs have all parts 
fastened together, so 
they are never mis- 
placed. They require 
no special tool to apply 
the tension. The Re- 
liance is exceptionally 
heavy and more power- 
ful than other types of 
greater length. 





Type 270 


Type 280 
Send for Catalogue 


Spring Hinges for every requirement 
Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 
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MR. RETAILER---- 


We earnestly recommend that 
you ascertain which of your Job- 
bers is featuring guaranteed Tools 
of our manufacture; 


—Then have his representative 
explain what the offer is, how it is 
truly planned for helping YOUR 
interests; 


—How your profit is assured via 
rapid sales of correctly priced Tool 
values; 


—Sold to you necessarily in 
“deals” constituting genuine co- 
operation between you and your 
Jobber; instead of merely estab- 
lishing a difficult-to-sell high mark- 
up, and then letting you hope to 


sell. 


The PECK, STOW & WILCOX CO. 


Tool Mfrs. For Over a Century 
Established 1819 
SOUTHINGTON, CONNECTICUT 





ROCHESTER 
= BALANCES 


Have over FORTY 
YEARS’ EXPERIENCE 
built into them. 
QUALITY: We have it. 
SERVICE We give it. 
SAT ISF: ac op ION GUAR- 
ANTEED. 
Write for prices. 





cinema Sash Balance Co., Ine. 


l 


Rochester, N. Y. 








TIPPIT DOOR HOLDERS 
No. 2 Length 4%”—reach 2” 
No. 4 Length 6”—reach 4” 


Cast malleable iron, brase 
bronze. 


All Finishes. 
SUPERIOR DOOR 
HOLDERS 


No. 1 Length 5%”— 
reach 1%" 
No, 2 Length 7”—reach 1%” 
No. 3 Length 9”—reach 2%” 
Cast grey iron-brass-bronze 
All finishes 


Superior Spring Hinge Co., 548 Lake St., Chicago 











— SALES at NORMAL PROFITS 


are made possible with 
the full size handy house- 
hold package of Gardiner 
Repair-All Solder. It re- 
tails for 18 cents—a 
price that meets chain 
store competition. 

At the same time 
Gardiner Solder sets new 
standards of performance 
and quality. It does fast- 





its high tensile strength 
insures permanent bonds. 
Packed in attractive cans—i0 
Also 1, 5 and cans in a display box 
20 Ib. spools at Order by name “irom your 
attractive prices. jobber. 
GARDINER METAL CO. 
4821 So. Campbell Ave., Chicago, III. 
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it is not long before another ma- 
chine or an accessory is sold. Even 
where a prospect has not pre- 
viously done any wood turning, 
says Mr. Bishel, he is quickly in- 
terested when shown how the work 
is done. Wood turning is very in- 
triguing and most men can be held 


to attention by it. Every boy 
seems to have an inborn desire for 
tools or guns, say hardware deal- 
ers, and if merchants will realize 
this they will see possible custom- 
ers for power-driven tools, in a 
high percentage of men who enter 
their stores. 


Profit in Pleasure Boat Equipment 


(Continued from page 43) 


termed “non-navigable” waters, 
by which is meant lakes, ponds 
and other inland bodies of water 
that are not connected with either 
ocean or Great Lakes waters. 

The motor boats in the first 
group, by virtue of being operated 
on navigable waters, are subject 
to the control of the Federal 
government and it is principally 
these craft that create the sales 
opportunity outlined. 

The most important of the 
Federal regulations, certainly 
from the viewpoint of the hard- 
ware retailer, which govern the 
motor boats operated on the navig- 
able waters requires that these 
motor boats carry a minimum 
amount of specified equipment. 
Specifically, the required equip- 
ment consists of: 

1. Set of running lights. 

2. Whistle. 

3. Means for 
burning gasoline. 

4. Sufficient life-saving devices 
to accommodate all persons on 
board the craft. ' 

In addition, motor boats that 
exceed twenty-six feet in length 
are required to carry: 

5. Fog horr. 

6. Fog bell. 

Under penalty and without ex- 
ception, the owners of the thou- 
sands of motor boats which are 
operated on the navigable waters 
are obliged to purchase the above 
equipment and to carry it in good 
condition on their craft when they 
are in operation. 

With the incredibly rapid in- 
crease in motor boats (even out- 
boards are compelled to carry the 
equipment) it is becoming in- 
creasingly evident that boat 
owners are turning to hardware 
retailers for these equipment 
items. In almost every locality, 


extinguishing 


there are far too few boating con- 
cerns—and these not always easily 
accessible—to handle the equip- 
ment end of the boating industry. 
It is not surprising, therefore, 
that hardware dealers of vision are 
going after this business and, i 
doing so, they are making their 
stores even more valuable to the 
communities in which they are 
located. 

The opportunity, however, is 
not confined to those dealers who 
are situated in districts in which 
there are navigable waters. In 
actual practice, the great majority 
of the sportsmen who operate their 
motor boats on  non-navigable 
waters are fitting out their craft 
with all, or most, of the above 
equipment. These boat owners 
regard the Federal equipment 
regulations as based upon com- 
mon sense and a natural regard 
for human safety. Accordingly, 
they are voluntary purchasers of 
the equipment items which are 
officially deemed indispensable to 
the safe operation of small craft. 

In actual numbers, there are 
298,604 motor boats which are 
operated on the navigable waters 
of the United States and whose 
owners are compelled to buy the 
above equipment. (The figures 
are as of June 30, 1934, the latest 
Federal count.) Geographically, 
these craft are distributed as fol- 
lows: North Atlantic coast, 109,- 
335; Gulf of Mexico, 49,471; 
Great Lakes, 36,751; Pacific coast, 
27,780; South Atlantic coast, 
26,742; Mississippi Valley, 19,- 
718; Inland ports, 6334; and 
United States possessions, 5312. 

Since the motor boats that are 
operated on the non-navigable 
bodies of water are not required 
to be registered, their actual num- 
ber is not known. It would re- 
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Sell Them 
by the set 


Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 














GET THE HABIT! 


BRUSHES by BAKER are habit forming @ 


© because BAKER BRUSHES are fundamentally 
constructed on the soundest principles. 


© because BAKER policy is fundamentally pro- 
gressive and profitable. 


e because BAKER customers are fundamentally 
always satisfied customers. 


1T PAYS TO GET THE HABIT! 


Fundamentally yours « 


BAKER BRUSH CO. INC. 


87 GRAND STREETe NEW YORK CITY 
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Here's the Star that's made its mark in 


the hardware trade. Every dealer who 
sells Star “Moly” hack saw blades 
knows that they are the surest, quickest 
guarantee of profitable hack saw busi- 
ness. They sell fastest because known 
to cut fastest, last longest, do most and 
therefore cost least. Hand and Power, 
sold only through Hardware and Mill 
Supply Distributors. 


eye “ 
ARE STAMPED: 

























Ww CLEMSON BROS., INC. 


MIDDLETOWN, N.Y. 
— 
Make Those Extra 
Sales That Count 








Good profits come 
from the extra 
sales you make to 
a customer. Every 
time you sell am- 
munition, do your 
customer a wel- 
come service—and 
make another profit 
for yourself— 


HOPPE’S cienuing PACK 


Contains every necessity for proper gun protection all in one 
convenient kit. 1 bottle Hoppe’s No. 9, 1 can Hoppe’s Lubri- 
cating Oil, 1 tube Hoppe’s Gun Grease, and a supply of 
Patches. An item ‘‘made to order” for your spring business. 
Stock up on this popular dollar seller—display it—cash 
in on it. 


Feature HOPPE’S 
Gun Cleaning Patches 


Another ‘extra sale’’ item, with 
extra profits for you. Specially se- 
lected clean cotton fabric, sized and 
shaped for easy, thorough gun clean- 
ing. Shooters need them, look for 
them when stocking up on ammuni- 
tion. Be sure they see Hoppe’s 
Patches displayed on your counters. 
Five sizes, each 25¢ the carton, retail. 
Order from your jobber today. 


FRANK A. HOPPE, Ine. 
2314-A North 8th St., Philadelphia, Pa. 
NEW YORK: Ed. W. Simon Co., Inc., 
302 Broadway 
LOS ANGELES: H. M. Bowlds, 
108 West 2nd Street 
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EVANSVILLE 


GOOD SERVICE TOOLS 





500,000 HAMMERS SOLD 


WITH THE 


EVANSVILLE HAMMER TRAY 
POPULAR PRICES—ALL 16 OZ. SIZE 





CAT. No. 90B 


18 HAMMERS — RETAIL VALUE $13.50 
ASK YOUR JOBBER 


THE EVANSVILLE TOOL WORKS, INC. 
EVANSVILLE, IND. 


HAMMERS — HATCHETS — AXES 











FOR 130 YEARS FITLER 
HAS MADE GOOD ROPE 


Year in and year out Fit- 
ler Rope meets every re- 
quirement of the most ex- 
acting buyer. In general 
use or in any emergency, 
you and your customers 
can always depend on Fit- 
ler Rope. 


The EDWIN H. FITLER Co. 
Philadelphia Cordage Works 


Main Office and Warehouse 


PHILADELPHIA, PA. 
Established 1804 


New York City, N. Y. 
$5 Vandam St. 
Chicago, Ill. Houston, Texas 

222 West Kinzie St. 1201 Commerce St. 


New Orleans, La. 
628 S. Peters St. 














quire endless poking into thou- 
sands of lakes and ponds to ascer- 
tain the exact number and distri- 
bution of these craft. The 
National Association of Engine & 
Boat Manufacturers, however, esti- 
mates the number of these boats 
at approximately 1,000,000. Of 
these craft, more than half prob- 
ably are fitted out as completely 
as their sister craft that are oper- 
ated on navigable waters. The 
remaining boat owners, in most 
cases certainly, require only the 
proper amount of dealer per- 
suasion to become purchasers of 
this equipment which the Federal 
government deems necessary for 
safety. 

It must be apparent to every 
hardware dealer who is located 
wherever motor boats are oper- 
ated (and that means practically 
the entire United States) that the 
work of equipping these craft has 
been a gigantic task. Two factors, 
however, are at work constantly 
to guarantee that the selling of 
motor boat equipment will be 
more lucrative in 1935 than ever 
before. 

The first factor is the replace- 
ment needs which eternally are 
arising on every boat. Exposure 
to salt air quickly rusts whistles 
and fog horns and so adds 
materially to the additional havoc 
continuously brought about by the 
ease with which these articles are 
lost, misplaced or stolen. The 
same exposure to the elements and 
salt water affects the life-saving 
devices and makes their replace- 
ment a matter of periodic neces- 
sity. Fire extinguishers, too, 
rapidly succumb to corrosion and 
require frequent refilling. The 
replacement requirements, there- 
fore, are rapid and steady so that 
repeated requisitions of this equip- 
ment follow one another with cer- 
tainty and regularity on the part 
of customers. 

The second factor, which is of 
even greater importance perhaps, 
has to do with the continuing in- 
crease in motor boats. At the 
moment, motor boats are increas- 
ing at the rate of perhaps 30,000 
to 40,000 per year. Certainly it 
is a matter of Federal record that 
the registered craft increased by 
almost 20,000 boats in 1933 and 
again in 1934. These latter boats 


are all required to be outfitted 
with the prescribed equipment 
while the other new boats certain- 
ly are provided with a majority of 
the items. 

Nothing further, therefore, 
should be necessary to convince 
hardware dealers that the sale of 
motor boat equipment should be, 
if it is not already so, an impor- 
tant part of their service. The re- 
tailer who does not now, but 
who would like to carry a com- 
plete line of the required items 
perhaps might proceed as follows. 
Let him write to the nearest 
United States custom house for a 
free copy of Department Circular 
No. 236. This will be found to 
describe the equipment require- 
ments in a simple manner that is 
intelligible to anyone. 

From the circular, the dealer 
can make a list of the specific 
items that are prescribed for use 
on motor boats. In one way or 
another, communication can be 
established with the manufacturers 
of the many approved types of 
whistles, fog horns, bells, lights 
and life-saving devices. Without 
doubt, every dealer will find the 
manufacturer or his local whole- 
saler glad to supply his product. 

Having arranged to carry these 
equipment items, the hardware 
dealer is confronted only with the 
additional duty of informing his 
boat-owning customers of his 
ability to keep motor craft com- 
pletely outfitted as the Federal 
authorities prescribe. 


Allith-Prouty Issues 
New Door Hardware Catalog 


A new revised catalog, illustrating 
and describing in detail the different 
types of door hardware equipment, has 
recently been prepared. It answers 
questions involving door hardware for 
all purposes requiring folding, sliding, 
roll-around the corner, overhead lift- 
ing, and multiple doors. The Allith- 
Prouty Mfg. Co., Danville, Ill. 





Parker Hardware 
Issues Catalog No. 10 


Grilles, push bars, builders’ hardware 
and door hardware are illustrated and 
described in a looseleaf catalog. It 
contains types of colonial and antique 
door hardware, wardrobe, hat and coat 
hooks for restaurants, cafeterias, hotels 
and clubs. The catalog has 39 pages 
and alphabetical index. Parker Hard- 
ware Mfg. Co., New York City. 
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SUPER-APEX 





has a zinc coating 
almost twice as heavy 
as some other widely 
and more or less 
carelessly advertised 
lines. 


On top of this zinc 
coating there is baked 
a coat of high quality 
enamel thus reducing 
corrosion almost to 
the vanishing point. 














in “Salt Air," moisture or gaseous 
laden climates is almost double the 
life of cloth made by the old process. 


STEEL — COPPER — GOLDEN 
BRONZE — SPECIAL ALLOYS — 
ANTIQUE BRONZE—ALUMINUM 


HANOVER 
WIRE CLOTH CO. 


HANOVER PENNSYLVANIA 




















‘Millions of “Funnies” Fans 
| are attracted to stores that feature: 


POPEYE 
TIMEPIECES 


POPEYE ALARM 


Popeye, the old “strong 
arm” himself, appears in 
full colors on sides, base and 
dial. His movable arms 
serve as indicators. Quiet, 
30-hour movement. Sweet- 
voiced, concealed bell with 
top shut-off. One of the 
most appealing alarm clocks 
we have ever brought out. 
Retails at $1.50. 



















| POPEYE WRIST WATCH 


Popeye again—this time backed by his 
entire crew, all in colors on a silvered 
dial. Popeye’s movable arms indicate 
the time. Chromium case, unbreak- 
able crystal, colored leather strap. Not 
a toy; a neat and very dependable time- 
piece. Retail, $3.50. 
There is also a Popeye Pocket Watch 
not illustrated, designed essentially 
like the items shown here. Retails at 
$1.50. All prices slightly higher on the 
Pacific Coast. If your 
: jobber hasn’t the line, 
send us his name, 


THE NEW HAVEN 


CLOCK CO. 
NEW HAVEN, CONN. 























Business which belongs 


to the hardware stores 


As a result of millions of dollars now being 
spent in modernizing houses, there is a tre- 
mendous demand everywhere for 


Moore Push-Pins 


Aluminum or Glass Heads and 


Moore Push-less Hangers 


to hang up pictures, mirrors, wall decora- 
tions, curtains and draperies. 

Cash in on these sales 
by displaying our new 


REVOLVING CABINET 


containing an assort- 
ment of 72 window- 
front Packets. Ask your 
Jobber today. 

Also write us direct for 
a supply of our 16-page 
illustrated booklet, The 
Home Beautiful, im- 
printed with your name, 
to give your customers. 


MOORE PUSH-PIN CO. 


113-125 BERKLEY ST. 
PHILADELPHIA, PA. 


Moore 


i, Push-Pin 
ru 1 
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AT A POPULAR PRICE 


A bolt clipper made for the 
kind of cutting jobs on small 
bolts, wire, nails, rods, etc., 
that fall to the handy-man- 
around-the-house — the base- 
ment, work shop and the home 
crafters bench—a quality tool 
built to Porter standards. 


A tool for over the counter 
sale in the retail hardware 
store. Small, easily handled, 
goes into the tool kit—retails 
for $2.00. 


Measures 12 inches in length. 
Cuts up to 4” annealed bolts 
in the thread or 3/16” soft 





round rods. Jaws of regular 

ae Pe ee — we is TA | L S 
semble with olts, rubber 

buffers, and orange colored GENERALLY FOR 
handles. Sold through hard- ’ oo 
ware jobbers and supply s — 
houses. All parts replaceable. 


Ask for 


PORTER .:3; BOLT CLIPPER 


The Porter line of two-hand cutting 
tools is complete—full range of sizes, 
jaw modifications, and special jaws. 


Rigid and Swivel Head construc- 
tion. Also Porter Forester—prun- 
ing and brush clearing tools. 


H.K.PORTER, INC. 


| EVERETT, MASS. est.soves. 
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FREE ‘1,000 


1. 60 RADIOS TO CONSUMERS 10 every wee) 
2. 60 RADIOS TO DEALERS 1 every ween) 
3. $1000 GRAND PRIZE FOR CONSUMERS 
4.240 GILLETTE ARISTOCRAT “Razoss® 
5. ALL THIS, JUST FOR NAMING A DOG! 


ERE is another sensational feature in the stupendous 
prize contest that is making merchandising history. 
A contest with a grand prize of $1000.00 in cash plus 
$16,020.00 worth of 1935 RCA Victor All-Wave “Magic 
Brain” Radios and 240 Gillette Aristocrat One Piece Razors 
(retail value $4.00 each). 
Every week from June 17th to July 22nd the 10 persons 
sending in the best names dur- 
ing the previous week will be 
awarded an RCA Victor $125.50 
“Magic Brain” Radio. Writers of 
the next 40 names selected each 
week receive a Gillette Aristocrat 
One Piece Razor.OnJuly 22nd the 
$1,000 Grand Prize will be award- 
ed for the best names submitted 
during the entire contest. 
DEALERS WIN 2 WAYS 
GET A STRIKING Now here’s where you come in. 
WINDOW POSTER First,every name submitted must 
be accompanied by an empty 
Be sure you have the colorful poster an- Gillette “Blue Blade” package — 


nouncing the new contest. Paste it on the : ‘ 
outside of your window where people will which means a sale for you; Sec- 


see it. Packing a real wallop—it’s sure to ond, every entry must include 
stop passersby. Boost this contest to your the name of the dealer from 
customers—urge them to enter—and you whom the blades were purchased. 
are bound to increase your blade sales. If Every time a customer wins one 


you have not received your poster or if - , 
you need additional advertising material, Of these magnificent radios his 


write us at once! dealer also wins a radio. 










MODEL 243 


VALUE *1255° 


WITH RCA WORLD-WIDE ANTENNA 


Think how your customers would like = 

to win one of these 1935 RCA “Magic 

Brain” Radios that clearly receive for- | q q* an @q* 
eign and domestic broadcasts, police 


calls, aviation signals, etc! Positively 
the last word in efficiency and beauty. 
And every time one of your customers 


wins, you also win a radio. B ag os T a> N 
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AND $15,060.00 WORTH OF 
1935 RCA VICTOR ALL-WAVE 
Magic Brain RADIOS 


AND TO CLINCH THIS SENSATIONAL 
PROFIT-MAKING OPPORTUNITY FOR 


DEALERS Gillette Offers 

















June 10th to June 29th inclusive 


To guarantee you extra profits on the smashing new contest 
—to make this spectacular merchandising effort pay you big 
dividends in cash — Gillette announces a special offer of 5% 
in free goods. From June 10th to June 29th inclusive you get 
a package of 5 blades absolutely free with every card or car- 
ton of 100 Gillette ‘‘Blue Blades,’’ Gillette Regular Blades, 
Standard Probak or Valet Blades at the regular price of $3.68. 
(The free blades will be affixed to the card or Se. 
carton.) Here’s a real chance for you to cash g@ 
in—make more money on blades than ever 
before. Dealers enjoy the special 5% bonus 

in free goods on all orders postmarked be- 


fore midnight, June 29th. 
stock. Push Gillette “Blue Blades.” Get 


Ra ZOr Cc On 
your share of the increased blade busi- 


mM A ey 7 A C H U % E T T } pon tremendous publicity is 
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e jf WINNERS ANNOUNCED ON 
7 MAX BAER RADIO PROGRAM 


Names of each week’s radio winners 
will be announced every Monday eve- 
ning on Gillette’s radio program — 
“Lucky Smith”’—the thrilling mystery 
drama starring the World’s Heavy- 
weight Champion, Max Baer, in person. 
At the conclusion of the cortest, the 
winner of the $1,000 Grand Prize will be 
announced on the July 22nd broadcast. 
Get behind the contest. Check your 
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SHERMAN 
Long-Grip 
Couplings and Menders 


Their extra long grip 
gives a secure and ever- 
lasting “hold” on any 
kind of hose. 


FIG. 30 COUPLING 


Made with rust - proofed heavy 
steel grip fingers — other parts 
heavy wrought brass. Sizes: 1", 
¥%”, %” and 1”. Couplings | doz. 
to carton. Menders 2 doz. 
Write for literature and samples. 
Seld through Jobbers 

H. B. SHERMAN MFG. CO. 
Battle Creek Mich. 





FIG. 31 MENDER 
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COIL CHAIN 


Other Hodell Chains 


WELDED — Proof Coil Chain @ Steel 
Loading Chains @ Trace Chains @ Well 
Chain @ Cow Ties®Log or Binding 
Chains @ Heel and Butt Chains @ Breast 
and Wagon Chains © WELDLESS— 
Tie Outs © Pump Chain @ Porch 
Swing Chains © Cow Ties © Dog Chains 
@ Sash Chain 


THE CHAIN PRODUCTS CO. 


3934 Cooper Ave., Cleveland, Ohio 
Established 1886 























COBURN 


® Sliding Door Hardware 
® Rolling Ladders 
® Overhead Conveying Equipment 
® Garage Door Hardware 
Folding Partition Hardware 
Fire Door Hardware 
“Easy-Lift” Overhead Doors 





Warehouse Door Hardware 
Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
HOLYOKE, MASS. 








2 BOTTLES FREE 


Special Free Goods Offer for immediate acceptance gives 
you 2 bottles free with dozen DOGZOFF, the guaran- 
teed repellant that keeps dogs and cats from places they 
are not wanted. Rids lawns of moles and rabbits, the 
house of mice and ants. Protects birds against cats. 
Harmless, Inoffensive, Non-poisonous. 


YOUR GROSS er $4.08 


costs you 36¢. 


ing. Every home owner and 
gardener buys. Store and 
counter displays. Nationally 
advertised. Send your order 
today. Cash in on this all- 
oraeen profit item. Dept. 





“DOGZOFF” 


BOHLENDER PLANT CHEMICALS, INC,, Tippecanoe City, Ohio 








EDLUND 


CAN OPENERS 
EGG BEATERS 
JAR AND BOTTLE OPENERS 
KNIFE SHARPENERS 


Approved by 
Good Housekeeping Institute 


Sold by a majority of the SenGing 
distributors throughout the U. S. 


Write for Catalogue 


EDLUND CO., BURLINGTON, VT. 


























| A Steady, Profitable Seller . . 






Motorists, mechanics — all who need 
wrenches for close work in tight places 
are prospective customers for the 


B. & C. Improved Adjustable 
“S$” Nut Wrench 


This wrench handles many differ- 
ent sizes of nuts, adjusts quickly 
and easily—saves time and labor 
and is a steady, profitable seller. 
5 sizes: 6 to 1/4 ins. 


Ask Your Jobber 


BEMIS & CALL CO. 


Springfield Mass. 




















Pardon me for butting in: I’m looking 
for some additional lines to represent. 
Know where | can find any good 
ones? 

















Certainly! You'll find many good 
accounts advertising under the 
heading of “Sales Representatives 
Wanted” in the Classified Sec- 
tion of HARDWARE ACE. Read 
the ads in every issue and you 
will be reasonably sure to find 
the kind of a line you want. 
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cheap, one-piece imported imitations with orig- 
inal and genuine BANKO SCYTHES which 
are made in three layers, with Charcoal steel 
cutting bit FAMOUS BANKO SCYTHES 
ARE THE FINEST MADE IN SWEDEN. 
Accept no substitute! 


Leading jobbers can supply you, or write to 


SANDVIK SAW & TOOL CORPORATION 
740 Washington Ave. North Minneapolis, Minn. 




















To completely satisty your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 


2 pRUSHHU) 


GI LRAGID 











BRUSH: NU COMPANY 


BALTIMORE MARYLAND 


The 
Nicholson Files lead in sales because 


they have everything required to make sat- 
isfied customers. They are sharp—durable 











Files are nationally advertised. 


supply dealers. Nicholson File Company, 
Providence, R. I., U. S. A. 


Genuine 
NICHOLSON FILES 


A FILE FOR EVERY PURPOSE 





—the prices are popular. And Nicholson | 


| 
Sold by hardware wholesalers and mill | 
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‘*Pep-Up”’ Your Cash Sales 
With STAR Heel Plates 


Star Heel Plates, like high test 
gasoline, are full of pep and go. 
Their super quality moves them. 
They sell readily — repeat fre- 
quently — return steady profits. 
Best known—most popular sellers 
8 for over 25 years. 9 sizes to fit 

smallest to largest shoes. 14 gross 





Cut '/2 Size 


pairs in box. Also 3 pairs assorted 
on cards. Sold by Leading Job- 
bers. 


* STAR HEEL PLATE CO.,“*®Y4"* 














COMPLETE and profitable Ses for 
dealers: Farm and ornamental fencing, 
barb wire, nails, bale ties, posts, gates, galva- 
nized roofing and siding, wire corn cribs, etc. 


CONTINENTAL STEEL CORPORATION 





Bommer 
Checking Floor Hinges 


Suitable for 
all sizes and 
kinds of 
doors, metal 
or wood 


Write for illustrated catalogue 
Bommer Spring Hinge Co., Brooklyn, N.Y. 


for DIL STOVES-HANGE BURNERS 


AN attractive, fast-moving 

item. Descriptive folder 
and prices from your 
jobber. 


THE RAYBESTOS DIVISION of 
Raybestos-Manhatten, Inc. 
BRIDGEPORT CONN. 
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Positions Wanted Advertisements 


at special rate of one cent a werd, mini- 
mum 50 cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words... .$3.00 
Each additional word ........... .06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word ........... .06 


Allow Seven Words for Keyed Address. 
Boxed Display Rates 
1 inch 


Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobber’s Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions, 15% eff. 
Due to the special rate, these discounts de 
not apply on Positions Wanted Advertise- 

ments 


—_e— 

REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
== @ «= 
HARDWARE AGE is published every other 


Thursday. Classified forms close 13 Days 
previous to date of publication. 








NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

Address your commateieass and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES | BUSINESS OPPORTUNITIES | BUSINESS OPPORTUNITIES 





located in an eastern state. 


known. 
houses. 





Chance of a Lifetime Available NOW to Right Party 


Controlling interest for sale in well-established Hardware Manufacturing Business 
Company manufactures representative line of high grade tools. 
Has been in successful operation many years and its products are widely and favorably 
Distribution is through the Hardware Jobber-Retailer channel, plus Mill Supply 
National acceptance of the company’s policies and products thoroughly established. 
Cash required will be in the neighborhood of $100,000, but plant, equipment and real estate 
worth considerably more than this figure. Increasing years and illness make it incumbent for 
present owners to withdraw from the business. Satisfactory terms can be made with the right 
party or interests. No brokers need apply. 


Address Box B-719,Care of HARDWARE AGE, 239 W. 39th St., New York, N. Y. 








PRACTICALLY NEW FUMED OAK HARD. 


WARE cabinets offered at reasonable prices. Ad- 
dress—Suburban Warehouse, 28 Harrison St., 
New Rochelle, New York 


FOR SALE—ESTABLISHED HARDWARE, 


TIRE and harness business located in Eastern 
Kansas. Good location and good building. In- 
vestment required about $8,000. Address Box 
B-736, care of Harpware Ace, 239 W. 39th St., 
N. Y. City 


MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





FOR SALE—HARDWARE AND DEPART- 
MENT STORE. Only hardware store in a town 
of 15,000 people. Nice clean stock. Corner loca- 
tion. Rent $40. If you have $3,950 cash and 
want a good established business, that is really 
making money, investigate. It’s a bargain. No 
agents. Address Freeman Hardware Company, 
Phenix City, Alabama. 





NEAR BOSTON: BUSINESS_ ESTAB- 
LISHED THIRTY years in town of 6,000. Large 
trading area. Hardware and furniture inventory 
about $20,000. Modern fixtures. Real estate in- 
cluded if terms attractive. Owner retiring wholly 


FOR SALE—TO CLOSE AN estate—long 
established hardware store located in Niagara 
Falls, New York. Clean and well-assorted in- 
ventory approximating $15,000. Not interested 
in auctioneers or liquidators but here is a worth- 
while opportunity to acquire a going business. 
Address Box B-718, care of HaArpware AGz, 
239 W. 39th St., N. Y. City. 





FOR SALE—CLEAN STOCK OF hardware 
and sporting goods. Cash business, established 
four years showing profit every year. In pro- 
gressive outlying community of ,large city within 
100 miles of Chicago. Includes’ profitable repair 


business. Fixtures invoice less than $300. Very 
moderate sized stock. Address Box B-730, care 
of Harpware AGE, 239 W. 39th St., N. Y. City. 


WANTED SURPLUS STOCKS AND DIS- 
CONTINUED lines. We pay cash. Any quan 


tity. We also purchase factory seconds and odd 
lots. We do not interfere with your regular 
sales organization or policy. We pay for sam- 
ples. Address—Victory Mfg. & Distributing Co., 
3108 Michigan Ave., Chicago, Ill. Phone—Vic- 
tory 8424. 

MANUFACTURER WOULD LIKE TO 
HEAR from hardware jobbers who are getting 


tired of seeing their retail hardware accounts 
undersold by the M. O. Houses on grinding 
wheels from 4” to 8” in diameter (75% of busi- 
ness being done in these sizes). Let us submit 
our plan which allows any retail hardware dealer 
to compete with profit. Address Box B-710, 
care of Harpware AGE, 239 W. 39th St.. N. Y. 
City. 


SALES REPRESENTATIVES WANTED 


IF CALLING REGULARLY ON HARD- 
WARE trade will offer you $15 weekly for sell- 
ing and distributing non-competitive article as 
sideline. Address Box B-733, care of Harpware 
AGE, 239 W. 39th St., N. Y. City. 


ESTABLISHED MANUFACTURER HAS 
SEVERAL OPENINGS exclusive territories. If 
you are now calling regularly on hardware, mill, 
and contractor supply trade and can add several 
good items to your line, commission basis, our 
proposition will interest you. Address Box 377, 
Toledo, Ohio. 


EXPERIENCED SALES REPRESENTA- 
TIVE WANTED TO represent paint jobber for 
the paint and hardware stores in the Bronx and 











Manhattan. Commission basis only until ability 
is proven. Address—Intervale Paint Wall 
Paper Company, 984-986 Intervale Avenue, 


Bronx, New York. 
MANU FACTURER Ww ANTS. A FEW “MORE 


salesmen or distributors calling on hardware and 
plumbing trade, wholesale and retail. Few terri- 
tories open. Good side line going big. Every 
woman wants one. Should make $6.00 per day. 
Address Dept. 2, 890 St. James Ave., Springfield, 
Mass. 








ROPE SALESMEN | ~ WANTED—PHILIP- 
PINE MADE Manila Rope sideline, long estab- 


lished trade necessary. 5% commission. Write 
fully about yourself giving references. Address 
Box eg care of Harpware Ace, 239 W. 


39th St., 





or partially. Might sacrifice for dis- 
posal. No auctioneers. Address Box 4 7". care 
of Harpware Ace, 239 W. 39th St., . City. 





A SPLENDID OPPORTUNITY FOR HARD- 
WARE stores that handle wall paper to buy 
high-grade ceiling papers from a manufacturer 
who specializes in ceilings only. We make quality 
ceilings in many attractive patterns and use a 
peeve blank hanging. Buffalo Wall Paper Mfg. 

, P. O. Box 15 Station B, Buffalo, N. Y. 
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General SHOWCARD Machine 


Presents their latest model. A combined Printing 
and Duplicating machine. Amazingly Economical 
and Easy to operate. Prints Show Cards—Price 
Cards—Shelf Prices in a jiffy. Duplicates Post 
Card Ads., Circulars — Letters — Forms, etc. A 
master business stimulator. 

Information and samples free. 


General Show Card Machine Co., Inc. 
Box 3643, Washington, D. C. 











Dealer or Salesman Wanted 


To interest City and Town Officials 
in Street Name Signs, Traffic Signs, 
Reflecting and Neon Beacon Signals 


Ihberal commissions paid. 
Municipal Street Sign Corp. 
152 W. 42nd ST., NEW YORK CITY 
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oe SALESMAN FOR TEXAS, OKLAHOMA, | _SALESMAN—WANTS ONE OR TWO addi- | SALESMAN—SIXTEEN YEARS’ EXPERI- 
> TO sell on commission basis with reasonable draw- tional manufacturers’ lines such as—shelf hard- ENCE IN the Metropolitan district and on the 
ing account, old-established manufacturer’s line | ware, builders’ hardware specialties, or _ tools. road. Open for proposition in the Metropolitan 
of builders, cabinet, light shelf hardware. Pre [Traveling Missouri, Kansas, Nebraska, Oklahoma district. Can furnish Al credentials as_ to 
fer man who knows builders’ hardware and ac and Texas for eight years and am well acquainted character, and ability. Address Box B-737, care 
quainted with retail hardware and lumber trade. with the hardware job bers and large hardware of HARDWARE AGE, 239 W. 39th St., N. Y. C 
+ sew hg or lines now handled, references. dealers. Best of references. Address Chas. J. ica ee em 
eplies held confidential. Address Box B-734, Brugmoser, 4136 Michigan Ave., Kansas City, 
care of HARDWARE AGE, 239 W. 39th St.. N. Y. Mo. ” SALES ESMAN TW ENTY YEARS CITY AND 
City. siierepainenptneeiansenati ne ne es roac experience desires connection as manufac 
————— . een ene = -prese Exclusive or side line 
: — - ——— CAN ) Ss ( turers’ representa itive. A 
EF} PERIEN( ED HARDWARE SALESMEN OU ANADIAN REP ESE roy — IN. WwW _— Illinois, Indiana, Michigan. Address Box B-73 32, 
LARGE NEW YORK jobber wants_ experi ware line on commission or buying basis. Over a of Hanpwane Acs, 239 W. 39th St., N. ¥. 
enced salesmen who have contacts with retail 20 years connection with leading jobbers, dealers City. 
hardware stores in the following counties in Penn- | and large industrials, in Eastern Canada. Manu- | ————— aie . 
— —— —, Ci men ee facturers with stocks in border districts for quick THOROUGHLY EXPERIENCED AND CA 
) acy F riven an — i ay R 5 ike. | delivery preferred. Address—G. R. Marshall PABLE SALESMAN and sales executive desires a 
a quehanna, Bradford, Tioga, Sullivan | x Company, Manufacturers’ Agents, 9-11 Well- | connection with a responsible manufacturer. He 
ind Montour. Character, ability, aggressiveness, ington Street East, Toronto, Ont. lives in Chicago, is married and forty years of 
and initiative essential. Excellent opportunity P r Rea aE ee 1 : 
yer a 726 Y age. Well acquainted with the jobbing and re 
for right men. Address—Box B-735, care of | eet ; , 
ye ~pye . : - <... | tail hardware and paint trade. Excellent refer 
HaArpwArRE Ace, 239 W. 39th St., N. Y. City. | | 73 
J HELP WANTED | Ron 290 Ws 7 eg of Harpwart 
AGE, 239 W. 39th St., N. Y. City. 


MAN WITH 16 YEARS’ EXPERIENCE in 


SALES ACCOUNTS WANTED 
| hardware merchandising, including purchasing of 


_ WAREHOUSE SPACE FOR RENT—WE Hardware Personnel coalen sit sane aidan Guetaiin te ot 








| 


a your goods and drop ship to any point vancement. Highest credentials testifying to 

200 Ss S . 
= hin 200 mile so ago. * — red a | FROM THE MANAGER TO THE character, initiative and ability. Location desired in 
ating e for information DELIVERY BOY Middle Atlantic or New England States. Address 


and rates Address Maurer-Campana Art Com- 


pany, 316-318 West Grand Avenue, Chicago, WHOLESALE RETAIL _ hg 1 City. of Harpware AcE, 239 W. 39th 


Illinois 





— — ———_—_—_—_—_——_ Our files contain applications of several 











WA ANT TO RE Pp RESE NT "MANUFAC. hundred experienced and well-trained em- MANUFACTURING AND SALES EXECU. 
ae _— oe IL po care. be gs ployees in the hardware industries. | TIVE, Ppnrteagent oe nap familiar with hardware 
‘ S, GHT LATCHES, KEY business now available for position. Good person 
BLAN KS, KEY MACHINES, TOOLS AND NO CHARGE TO _ EMPLOYERS ality, sales ability plus personal ae 
FOU IPMENT | FOR LOCKSMITHS. TO FOR THIS SERVICE with all larger jobbers makes me feel I can do 
CALL ON “HITECTS, HARDWARE JOB- real job for manufacturer needing sales help, 
BERS, LOCKSMITHS, RETAIL HARDWARE aS eae RANE GEG SD TH, SO Shae production help or both. Have handled both large 
AND DEPARTMENT STORES IN THE TER ASS PLA REA and small organizations. Age 43 years, married, 
era Ae } ERSEY on Sere kee OCIATED CEMENT BU U Christian. Now general manager of leading com- 
-OLITAN IISTRIC CAN MAINTAIN 152 West 42n reet New York Ci pany in its field in hardware industry. Reason 
WAREHOUSE: FURNISH BOND. AD- d St City for change can be satisfactorily explained. Further 
DRESS—G. STEIN, ROOM NO. 3, 175 PAS WIS. 7-1802, 1803 | details confidential. Address Box B-713, care of, 
SAIC STREET. PASSAIC, NEW JERSEY. Harpware AGE, 239 W. 39th St., N. Y. City. 











D- 

ll 

1S 

If 

ai 

; He ADVERTISED IN THE RIGHT MEDIUM 

.. 

: This man wanted to represent a good hardware 

‘ manufacturer—he told his story in the Classified 

: Opportunities Section of Hardware Age— 

d A nationally known company replied to his adver- 

; tisement and he secured a desirable position through 
advertising in the right medium. 

‘ HARDWARE AGE is noted for quick results — 

‘ try it—send your ad to— 


HARDWARE AGE 


Classified Opportunities Dept. 
239 W. 39th Street New York, N. Y. 
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The items below are 


e 
at | @) Nn FN | all big sellers: 
| SLIDING DOOR HANGERS 
Real SLIDING DOOR RAIL 
GARAGE HARDWARE 
DOOR LATCHES 
HARDWARE |22== 
STRAP AND TEE HINGES 
HALF SURFACE BUTTS 
Mz: all the specifications of Pomerat 
exacting builders. Acomplete 
line; modern in design and built of SASH LIFTS 
the finest materials. 


A catalog presenting the facts 
awaits your request. 





National Manufacturing Co. 











STERLING °.. ILLINOIS 





Stock and Profit with 


“G &B” QUALITY Products 


IRE 
aoe. POULTRY NETTING 
STRAITLINE FENCING 


GALVANIZED HARDWARE CLOTH 
&é SCREEN WIRE CLOTH: 
“PEARL” 
“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 


QUALITY 
Provuctrs COPPER 
BRIGHT and ROMAN BRONZE 





The Gilbert & Bennett Mfg. Co. 
Betablished 1818. America’s Oldest Woven Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gau uges 
New York City Georgetown, Conn. Chicago Kansas City, Mo. San Francisce 














Have you seen the NEW 


an all-purpose 
roadster? . . « 


This latest member of the 

Columbia family is strong 
and durable yet light in weight. Designed to be 
low-hung, it permits comfort in modern traffic. 
Has latest Columbia features. Write for propo- 
sition. 


THE WESTFIELD MFG. COMPANY 
Westfield, Mass. 














AA) ICELESS Ice Cream FREEZER 


A BRAND NEW FIELD 
FOR SUMMER PROFIT 


Now — smooth, old-fashioned ice 
cream made in electric refriger- 
ators — with the Hamilton Beach 
Iceless Freezer. The motor-driven 
paddles do it. Your customers have 
been waiting for this efficient, fool- 
D freezer. It opens a brand 
new field for volume and profit. 


Nationally Advertised 


The first advertisement of the Ice- 
less Freezer will appear in the 
June 15th Saturday Evening Post. 
Others will follow in_ leading 
women’s magazines. Place your 
order now! Cash in on this op 
portunity for new profit. 


Order From Your Wholesaler 
Hamilton Beach Co., Racine, Wis. 








HAMILTON BEA 
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"1007 usable’ 


Ask your jobber 


W. W. CROSS ¢CO. INC. 
EAST JAFFREY N.H. 




































MOLDED RUBBER GOODS 
- & = | = > 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to manu- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP COMPANY 
370 Atlantic Ave., Boston, Mass. 


Summ ¥ 





























DIRECT MAIL 


Addressing 
and Mailing Service 


Our Names and Addresses of Hardware Retailers Are 
Up-to-Date. 
Do Not Contain Dead Names—Have No Duplications. 
Include All New Names. 
Bring Maximum Success to Your Direct Mail Campaigns. 
——_e———__ 
Our Mailing Operations Are 
EFFECTIVE *ECONOMICAL*PROMPTLY EXECUTED 
Prices Reasonable. Write for Details. 


HARDWARE AGE ADDRESSING DEPT. 
239 W. 39TH ST., NEW YORK, N. Y. 














OFAIN Wizarp JUNIOR 
TAPE-RULE 


Its popular price and imme- |. 
diate appeal make it another 
“Best Seller.” Blade %” 
wide, 72” long, graduated to 
pypcony is manually operated in 

a case only 1%” in diameter. 


THE [UFHIN fpULe C0. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 








No. 1686 — 72” 
Wizard Junior 
75 Cents Each 
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MOULTON aneaaienaen 


Every Step a Safe Step 
Profitable Sellers—Always Satisfactory 
COLUMBIAN STEPLADDER as 
shown. Strong and durable. Has 4 
in. steel rod under each tread. Gal- 
vanized double ears. Cadmium plated 
hardware. Sides 25 ins. Legs 1% ins. 
Treads 3% ins. Sizes: 4 to 12 ft. incl. 

Wet. approx, 2! Ibs. per ft. 
WESTERN STEPLADDER — Full 
rodded with single galvanized ears. 
Black hardware. Sides 2% ins. Legs 
1% ins. Treads 3% ins. Sizes: 4 to 
8 ft. inc. Wgt. approx. 2 Ibs. per ft. 
Slightly lower in price than the 
Columbian pattern. Also other pat- 
terns. 


Send for Literature and Trade-prices. 


THE MOULTON LADDER MFG Co. 


Somerville Mass. 








HILL CLOTHES DRYER CO., Inc. 


Manufacturers 
of the famous: 


Hill Champion Eureka 
Atlas Style D 
Spartan Style H 


and Roof Dryers 


HILL 


CLOTHES DRYER CO., Inc., Worcester, Mass. 


New York Distributor 
H. Kornahrens, Inc. 











ALLIGATO 


TRADE MARK AEG. U.S. PAT. OFFICE 


STEEL BELT LACING 


For belts of all kinds and sizes. 
Genuine ALLIGATOR STEEL 
BELT LACING is stocked by 
leading jobbers and listed in 


their catalogs. Not sold by 








featuring— 

Unusually Comfortable 
Rooms, Good Food, Carefully 
Prepared, and Rates from 
$2.50 Single 


th Clveland it: 


R 





poo canines ip | 3 Th e Hl 0 iL F N D F N 


or any other name. 
“Genuine Alligator Steel 


FLEXIBLE 
STEEL LACING 


Specify 


Steel Belt B 
Lacing.’’ Order h olumbus cts 


through your jobber. 


RADIO IN EVERY ROOM 


© The NEILHOUSE 


co. 
4616 Lexington Street, Chicago Jj lh fa 


In England at 133 Finsbury Pavement, London 





© The MAYFLOWER 


h & — IN EVERY ROOM 

© The NEW SECOR 
Pe, Say , Sm ny 

© The FLEETWOOD 


' An Exclusive Winter Resort Hotel 


DeWitt Operated Hotels 
are located in the heart 
of their respective cities 























COMBINATION KEROSENE LANTERN 
STOVE and HEATER 


EMCO 
FELT FEET 


THUMB TACKS strincsotion 


CAMPINGO NPL e.,P 


NUMERAL FLATHEAD ONE > 





© &b RUBBER 


REMCO PRODUCTS °xorowr 


DOMES of SILENCE 


wae 
4 ca 
y Aaiy 2 aa 
DORAK 


2 10 26 mcwEt 


uPHoistery Qese= 

























ir 





Robert E. Miller, Inc. 
a Domes of Silence, Inc. 
GENE Stove. Swedish Optimus Co., Inc. * %* 








Va\ Dal Val TX DX Tal Tal Tv at 
REM CO REAL CARVED WOOD MOULDING N York = 
Ask your Jobber and see that our Trade-Mark appears ew or 
package. if he Is net supplied—write us. N. 7. 


CUSHION fa 
oy LIDES S 
oe 
ORIVE ON TYPE METAL BED TYPE’ No 9 N? 210 4 


35 Pearl Street ent te, 
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In Considering Your Handle Requirements for This Season— 


“Now is the time” for all good HANDLE men to come to the 
aid of their concerns by giving careful consideration to their 
handle needs for the forthcoming season! 


In considering any changes in your line, or in replenishing your 
stocks, SEE AMERICAN FIRST. Learn how handles can have 
In the AMERICAN, that quality 


so much outstanding quality. 
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starts with the hill hickory that grows only in this section. 
It is sealed in, when seasoned by our exclusive process. 
From 40,000 to 50,000 DOZEN are kept in stock at all times. 
Our handles are sold through jobbers. Ask yours for 
AMERICAN handles—and be sure you get them—or write 
us for name of jobber near you. 


“American King’ 


Will Yield 
MORE PROFIT 


Given a better handle, better package and better display. The 
proof of the problem is obvious—more profit and repeat 
business definitely assured. 


The AMERICAN KING WILL BRING A PREMIUM. The 
public is willing to pay for clean, well packed and better 
merchandise. The AMERICAN KING is made of the finest 
of Arkansas hill hickory, hand-split, straight grain. It is 
BUILT with service ever in mind, as well as sales, and each 
handle is carefully inspected. Then each short handle is 
packed in an airtight, dust-proof, glassine envelop, 12 in 
an attractive counter display carton. (Each axe handle comes 
in a nicely colored carton, 12 in the box.) These displays 
will sell the handles themselves—their quality will bring the 
purchasers back for more. 





Sell packaged handles, just as you sell other packaged mer- 
chandise. This is 1935 and we offer you a modern day 
product, packed the modern way. 

Other “‘ Americans”’ 


We also produce other fine American handles of our special 
hill hickory, which handles are still sold in bulk. 


Samples of our different handles, and grades, sent to interested 
buyers. Secure our catalog and let us figure on your needs. 


We can HANDLE any size order. 


AMERICAN HANDLE Co. 


JONESBORO, ARKANSAS 











Sucecesstiul 
and Popular 


Skeet Gun Line 


SKEET gun for every ambitious skeet shooter—each gun 
£\\ with its own high national skeet shooting honors to 
its credit. The unrivalled Winchester Model 21 Double Bar- 
rel—in one season holder of all three long run world’s 
records, 12, 16 and 20 gauge. The Winchester Model 12 
Repeater, winner of the two principal 1934 individual cham- 
pionships. And the Winchester Model 42 Repeater, long run 
world’s record holder through 1933 and 1934, first and only 
410 gun in 1934 to win a state any-gauge championship. 
Most extensive selection, insuring fit and style to suit every- 
body. Exclusive Winchester Skeet boring. 

Shooting holidays are here! NOW take advantage of the 
flood tide of new skeet shooting enthusiasm. Stock success- 
ful, popular, skeet guns—Winchester Skeet Guns. Display 
them. Get your full share of gun profits out of this fascinat- 
ing, all-the-go shotgun shooting sport that everyone wants to 
take a whack at—SKEET! 


WINCHESTER REPEATING ARMS CO. 
NEW HAVEN CONN., U. S. A. 





(Top to bottom) Standard Grade Winchester Model 
42 Skeet Gun, .410 bore, straight-grip style . . . Stand- 
ard Grade Winchester Model 12 Skeet Gun, 20 gauge 

. . Trap Grade Winchester Model 2! Skeet Gun 


12 gauge, straight-grip style. 


MODEL 12 TRAP GUN 


In Special Trap 


Grade with 
New Slide 
Handle 


Trap shooters in your trad- 
ing district are interested 
in this new Winchester de- 
velopment of the popular 
Special Trap Grade Model 
12. Furnished with either 
straight or pistol grip, new 
shorter, more slender, ex- 
tension slide handle, solid 
raised matted rib barrel, 
and numerous options of 
this popular grade. 


SHOT SHELLS THAT SELL 


. . . for high clay-bird scores. Stock Winchester Re- 

peaters and Rangers, in trap and skeet loads. Repeater 

and Ranger Trap Loads, meeting every demand, from 

practice to the biggest tournaments. Ranger Skeet Loads 

in 12, 16 and 20 gauges. Repeater ~ Speed skeet 
» 


loads in 28 gauge and in .410 gauge, 


oth 3” Clong) 


and 2Y,” (short). World’s record, 95 x 100, by Dr. R. 
G. Vance, April 21, with Winchester Repeater Super 
Speed short shells loaded with % oz. No. 9 shot. 
GET THESE FOR /[Sy55—— 
YOUR CUSTOMERS! ff _HouplING | 


Write NOW for copies of 
the new 1935 Winchester 
tabloid, ‘Shooting Holi- 
days’'—24 pages in sepia 
rotogravure. 125 pictures 
of shooting celebrities, 
clubs, teams, shooting 
fields, tournaments, all 
target shooting. Interest- 
ing information. ... And 
be sure you have copies 
of the latest Winchester 
SKEET GUN folder with 
large clear cuts of new- 
est Skeet Guns. 





TRADE MARK 


WINCHESTER : 
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